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HE Northwestern Mutual Life Insurance Company has passed its 

* 
80th anniversary. Since its incorporation in 1857, the Company 
has issued over 2,766,000 policies, and has paid over $2,290,000,000 to policyholders 
and beneficiaries. More than 26 per cent of all premiums received have been returned 
to its policyholders in the form of dividends. Its assets, as reported to state insurance 
departments at the end of 1936, totaled over $1,129,850,000—the Billion Dollar 


Estate in which every Northwestern Mutual policyholder has a part. Truly, this is 


A CAREER COMPANY FOR CAREER UNDERWRITERS 


FRIDAY, SEPTEMBER 3. 1937 

















THROUGH EVERY 


One home... one child... . 

A hundred ...a thousand ...a million... 
dread epidemic! 

Epidemics are not just a thing of the dis- 
tant past. Can you remember back to 1918? 
Influenza swept across the country like a prairie 
fire. It took its heaviest toll among strong men 
in the prime of life—many of them fathers 
who had protected their families through the 
New York Life. From this one epidemic alone 
this Company’s death loss payments were al- 


SAFETY I8 ALWAYS 


THE FIRST 


most twice as great as all its losses from all 


the wars since 1845. 

Epidemics, as well as wars and panics, test 
the strength of a life insurance company. The 
New York Life has met these tests without 
fail since it was founded in 1845. 

Because security is the fundamental purpose 
of life insurance, at all times the New York 
Life must be prepared for periods of adver- 
sity. Therefore, in making its investments, 


it adheres to the principle that safety should 







--- SINCE 1845 


always be the first consideration. In calcu- 
lating its reserves it employs the most con- 
servative basis used by American and Canadian 
life insurance companies. 

Unless your situation is a very unusual 
one, you have probably not yet completed 
the financial plans you have in mind for 
your family’s protection and your own old 
age. Why not ask a New York Life repre- 


sentative for his suggestions? He may be able 


to help you. 


CONSIDERATION...NOTHING ELSE IS SO IMPORTANT 


NEW YORK LIFE INSURANCE COMPANY 


THOMAS A. BUCKNER, Chairman of the Board 


A Mutual Company founded on April 12, 1845 


51 MADISON AVENUE, NEW YORK, N. Y. 
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Aetna Westerners 
Stage a Rally at 
Colorado Springs 





“Regionnaires” Turn Out in 
Force at Mountain Resort 
for Annual Convention 





By LEVERING CARTWRIGHT 


COLORADO SPRINGS—The Actna 
Life (that’s the acorn that was plasted 
in 1850) had its conference for west- 
ern “regionnaires” this week in Spencer 
Penrose’s famous Broadmoor, with well 
over 400, including a head office dele- 
gation of 22, in attendance. ‘“‘Region- 
naires’ are convention qualifiers and 
they were nobility this week. 

This Aetna organization places high 
value on friendship and that is com- 


pany policy. President Morgan B. 
Brainard has the friendly touch and his 
warmth of feeling for those around him 
is reflected down the line. In the fore- 
word to the convention program is the 
quotation from Abraham Lincoln that 
commences: “If you would win a man 
to your cause, first convince him that 
you are his sincere friend.” That is 
the Aetna spirit. Aetna friendship is 
more than a slap on the back and a me- 
chanical smile. Mr. Brainard and _ his 
staff take’ to heart their agents’ wel- 
fare and live with them. 


Retains His Diffidence 


Mr. Brainard possesses an intellectual 
honesty that manifested itself in his 
first few words at the opening conven- 
tion session Monday afternon, that cap- 
tivated new “regionnaires” and recapti- 
vated the veterans. In his first tew ap- 
pearances before agency rallies, he said, 
he was somewhat nervous and embar- 
rassed. The impression of shyness and 
lack of conventional platform poise won 
his audiences to him, he said he discov- 
ered. Accordingly, even after becoming 
thoroughly comfortable on the stage, he 
retained his earlier somewhat hesitant 
manner. That, he told his audience, is 
merely an oratorical device, a trick, and 
he requested that they not be deceived 
by it. If a moment before there had 
been any gap between the president of 
the great Aetna organization and the 
Newest “regionnaire,’ it was now 
bridged, 


Stayed Over From Denver 


The Colorado Springs convention cov- 
ers the territory west of the Mississippi, 
and Illinois. Many came here from 
Denver where they attended the con- 
vention of the National Association of 
ife Underwriters. Joseph Smith, the 
general agent of Houston, Tex., brought 
to Colorado Springs the Mexican trio 
and Walter Jenkins, the baritone, who 
helped to win the 1938 National asso- 
(lation convention for Houston. 

J. Stanley Edwards, veteran Denver 
general agent presided at the opening 
Session. In presenting Mr. Brainard, 


(CONTINUED ON LAST PAGE) 


Optimistic View of Federal 
Tax Situation Is Given 





An optimistic view of the situation as 
regards federal tax legislation was pre- 
sented by N. H. Seefurth of Chicago in ad- 
dressing the Million Dollar Round Table 
of the National Association of Life Un- 
derwriters at its convention in Denver. 
He said that further changes are to be 
expected, but that life insurance men 
will have the ability to cope with any 
situation that may arise. He also gave 
a review of the bill just passed by Con- 
gress to plug tax loopholes, so far as in- 
formation on it could be obtained. 

In opening his address he expressed 
the opinion that this coming year is 
going to be the biggest year for life in- 
surance men who are familiar with taxes, 
and who talk taxes. 


Bill to Plug Tax Loopholes 


On the so-called bill to plug the loop- 
holes, he said he had been unable to 
obtain a copy of the actual bill passed 
by congress, but had seen the report of 
the joint congressional committee, and 
the bill that was introduced. 

“Inasmuch as that bill was signed by 
both the majority and minority parties, 
I do not imagine it was very much 
changed. The bill that was introduced 
affects, naturally, personal holding cor- 
porations. One of the provisions is for 
an increase in rates. Heretofore the 
rates have been graduated on personal 
holding corporations. The new recom- 
mendation is 65 percent on the first 
$2,000 and 75 percent on the balance. 
That ought to put the personal holding 
corporations out, if the final law is 
passed in that form. 

“The second thing taken care of in 
the bill was this business of incorporat- 
ing yachts and country estates. The new 
bill includes corporations of that type in 
the classification of personal holding 
companies, and also disallows certain 
deductions, so that millionaires can not 
turn over a lot of securities to a cor- 
poration, and then turn over to it a 
yacht, and pay a nominal rental, and 
have a large expense for operating the 
yacht and take that deduction against the 
security income. That type of deduction 
is going to be disallowed so promptly 
that it will be discouraged. 


Personal Incorporations Hit 


“Another type of corporation that 
probably will be driven out of business 
is that kind that recently actors and 
orchestra leaders and other performers 
have organized—that is, personally in- 
corporating themselves and hiring out 
to a corporation for a salary. The cor- 
poration then contracts for their serv- 
ices, and pays them a salary, and they 
accumulate a large part of the earnings. 
Those will be treated as personal hold- 
ing companies, at these higher tax rates. 

“Another provision in the new bill is 
restriction on what are termed artificial 
deductions, that is, such items as taking 
losses on sales between corporations. Of 
course, previous laws have restricted 
sales between husband and wife, or sales 
by an individual to a corporation which 
he controlled, but the law did not pre- 
clude an individual from setting up two 
corporations, one corporation dealing 








with the other. Now that type of thing 





has been stopped, such inter-corporation 
sales, inter-trust sales, and things of that 
kind. 

“The only provision in the new bill 
affecting trusts is a provision eliminating 
the $1,000 exemption to which all indi- 
viduals are entitled in the case of accu- 
mulation trusts. Of course, various ex- 
amples were offered before the joint 
committee of individuals setting up as 
many as 50 or 100 or more trusts, each 
one to accumulate income, and each one 
to get the $1,000 exemption. The only 
change has been to eliminate that $1,000 
exemption, which of course was not a 
particularly serious thing to any of you 
people. 

“The last thing covered in this bill 
was the foreign personal holding cor- 
poration, about which so much was 
talked in the testimony of the commit- 
tee. The change there is to tax the un- 
distributed income of foreign holding 
corporations to the stockholders just as 
though it were their own income. So 
there is no advantage in a man setting 
up a foreign personal holding corpora- 
tion, hoping to have the income accumu- 
lated by the corporation at the cor- 
porate rates. It is just as though he 
hadn’t created the corporation at all. 

“Those are apparently the principal 
changes in this new tax bill, and I think 
they are reasonable. 


Business Undergoing Changes 


“There has been much feeling, let us 
say, or doubt expressed by underwriters 
in your class that we were going to have 
some very arbitrary changes in the tax 
laws which would preclude you from 
doing some of the type of business that 
you are doing now. There is a possibil- 
ity, but I think it is a remote one. Per- 
sonally I have seen tax laws get more 
severe, constantly, since I have been fol- 
lowing it very closely; and yet we seem 
to continue to do as much or more busi- 
ness, and why? Because we adjust our- 
selves to conditions. Anyone is kidding 
himself to think that there is going to be a 
static condition in anything. In your own 
business. life insurance has to be under- 
going changes. If you know anything 
of the history of life insurance, you know 
how different it is today from what it 
was in its inception. Those of you who 
have been in the business for, say, ten 
years even know how different the busi- 
ness is today from what it was at that 
time. Why? Because the life insurance 
business grows. If it did not grow it 
would die. 


Men Must Adopt Themselves 


“It is the same with you men as in- 
dividuals. If you don’t grow you die. 
Those of you who have been in business 
for any length of time have seen any 
number of promising men fade out of 
the picture, simply because they did not 
have the ability to adapt themselves to 
constantly changing conditions. Now 
you men obviously have that faculty. 
You adapt yourselves. You are all defi- 
nite personalities. There is no one group 
for which [ have a higher admiration 
than the members of the million dollars 
outfit, after personal association, and 

(CONTINUED ON PAGE 18) 


Fraternal Muster 
Shows Trends of 
Present Demands 





Annual Meeting of the 
Congress at Columbus, O., 
Brings Out Much Value 


OFFICERS ELECTED 

President—Mrs. Dora Alexander Tal- 
ley, Woodmen Circle. 

Vice-president — Charles L. 
Maccabees. 

Secretary-treasurer and Manager— 
F. F. Farrell (reelected). 

Directors—S. H. Hadley, Protected 
Home Circle (past president); W. C. 
Below, Fidelity Life Association (re- 
elected); Miss Frances D. Pariridge, 
Woman’s_ Benefit Association (re- 
elected) ; A. O. Benz, Aid Association 
for Lutherans; Faffar Newberry, Sov- 
ereign Camp Woodmen of the World; 
J. L. Kania, Polish Roman Catholic 
Union. 


Biggs, 


By GEORGE E. WOHLGEMUTH 


COLUMBUS, O.—Delegates to the 
National Fraternal Congress were given 
an opportunity to hear and take part in 
the discussion on the various aspects of 
fraternal activities of special interest to 
themselves at the section meetings pre- 
sided over by their respective presidents. 
They were: Presidents, T. H. Walters, 
Junior Order United American Mech- 
anics; Actuarial, W. M. Curtis, Ben Hur 
Life; Medical, Dr. A. M. Limburg, A. 
O. U. W. of North Dakota; Law, J. A. 
Wills, National Slovak; Press, R. B. 
McCain, Ben Hur Life; State Congress, 
G. W. Baumann, Maccabees. All sec- 
tions had a good attendance, the Actu- 
arial and Secretaries’ section meetings 
being held jointly under the chairman- 
ship of ‘Mr. Curtis. 


Presidents Meeting 


The Presidents Section was welcomed 
by James Dunn, Ohio tax commissioner, 
who complimented the societies on their 
work. S. H. Hadley, Protected Home 
Circle, president of the conzress, re- 
sponded to the welcome. 

The future of fraternal insurance rests 
in the hands of 200 societies, 105,000 
lodges, 8,000,000 homes,and 24,000,000 
assured, declared R. S. Cox, who 
stressed the importance of ritualistic 
work. Young people, he said, are just 
as eager to affiliate today as they ever 
were, but there must be something “up 
and doing” to keep their interest. The 
societies must practice fraternalism or 
they are doomed. A member who has 
no time to take the ritual should not 
become a member. The untrained solici- 
tor is more injurious to a society than 
none at all. No representative can be 
overtrained, Mr. Cox said. 

Mr. Cox stated that the societies had 
adopted an adequate reserve basis, were 
granting paid up and extended insur- 
ance, cash values, double indemnity and 





(CONTINUED ON PAGE 22) 
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Retrospective Glance at 
Denver Convention 


By LEVERING CARTWRIGHT 


The Denver convention of the Na- 
tional Association of Life Underwriters 
will be remembered particularly because 
of: 

The afternoon of exceptional enter- 
tainment in the mountains and the man- 
ner in which the crowd was transported 
and fed. 

The address of Dr, Glenn Frank, for- 
mer president of the University of Wis- 
consin, now editor of “Rural Progress,” 
a typical Glenn Frank talk, voicing the 
collective sentiment of the audience in 
facile phrases, figures of speech and 
aphorisms that hit the mark time and 
again and compelled frequent spontane- 
ous applause. 

And the public meeting attended by 
more than 7,000 at which Merle Thorpe, 
editor of “Nation’s Business,” was the 
principal speaker. 


Three Speeches Dovetailed 


Three of the convention speeches 
dovetailed singularly. They were those 
of Dr. Frank, Mr. Thorpe and O. J. 
Arnold, president Northwestern Na- 
tional Life. Each undertook to expound 
the case for capitalism and the Ameri- 
can system. Each, however, was tem- 
pered with liberalism. They were not 
uncritical champions of industry and 
rugged individualism, but they did un- 
dertake to overcome the theory of the 
wisdom and efficacy of pervasive gov- 
ernmental action. Each speaker devel- 
oped the theory that life insurance has 
been the best manifestation of Amer- 
ican business and that the way that life 
insurance points is the road for America 
rather than the way that is pointed by 
dependence of the individual upon the 
government. 

The speeches of Mr. Thorpe and Dr. 
Frank had been given before, but Mr. 
Arnold’s work represented much re- 
search and preparation for the particular 
occasion. It is a paper that can be read 
with even more profit than when heard. 


Some References Deleted 


Dr. Frank’s original manuscript con- 
tained some pretty sharp criticism of the 
new deal. He was induced to eliminate 
those references. The National asso- 
ciation was subjected to considerable 
criticism because of the fact that at the 
Boston convention in 1936 there was 
quite an anti-new deal output. The 
leaders sought to avoid having political 
issues emerge in the Denver convention. 

Aside from those three speakers, the 
presentations that aroused the greatest 
comment were those of two Ohioans, 
Stanley E. Martin, State Mutual, Colum- 
bus, and J. M. Gantz, Pacific Mutual 
general agent in Cincinnati. Both are 
actors, neither is afraid of sentiment, 
neither is self conscious and both are 
unbridled enthusiasts. Mr. Martin has 
an almost boyish charm. Mr. Gantz 
was the final convention speaker. He 
held his audience to the very end. Not 
more than a dozen trickled away while 
he was on the platform. 


Trip to Troutdale 


The trip to Troutdale-in-the-Pines 
was undoubtedly the most elaborate and 
popular entertainment feature staged in 
connection with any convention of the 
National association in recent years. 
Estimates of the number of people who 
made the trip ranged from 1,600 to 
1,800. It was no small task to handle 
a crowd like that with clockwork pre- 
cision and the success of the outing re- 
flects the effective organization which 
had been projected by the Denver peo- 
ple to take care of every detail of the 
convention arrangements. 

The guests were taken to Troutdale 
in buses and private cars of the mem- 
bers of the Denver association in four 





“caravans,” starting at half-hour inter- 
vals from 2 p. m. on, thus avoiding con- 
fusion in the loading and unloading. 
Even the last arrivals had plenty of time 
to look around the grounds before din- 
ner, which was served buffet style in a 
glade along scenic Bear Creek, with 
barbecued buffalo meat as the feature. 

Following the dinner there was com- 
munity singing, led by Walter Jenkins, 
musical numbers by the Colorado Cow- 
boy Quartet and the Mexican trio which 
had been brought on by the Houston 
contingent and a brief talk by President 
T. M. Riehle of the National associa- 
tion, expressing appreciation to the Den- 
ver hosts. A group of high rocks over- 
looking the space where the picnickers 
stood or sat on the grass served as a 
rostrum for the speakers and musicians. 
A loud speaker had been installed there 
so that no one in the throng had any 
difficulty in hearing. 

The highlight of that session was the 
induction of President Riehle as honor- 
ary chief of the Crow Indian tribe, with 
the title of Chief High Mountain. The 
picturesque induction ceremonies were 
conducted by Chief Strikes-the-Drum, 
with his daughter, the first Indian host- 
ess on the Northwest Air Lines, as in- 
terpreter, and were followed by a war 
dance by the Indians around a big bon- 
fire built at one end of the space where 
the crowd was assembled. 


Managers Section 


Each year there is increased interest 
in the meeting of the General Agents & 
Managers Section and some are predict- 
ing that this may become an even more 
sustained convention feature. As a mat- 
ter of fact a large proportion of those 
attending National association conven- 
tions are general agents and managers. 
There is a large turnout of producing 
agents from the convention city and 
nearby localities but not from distant 
points except for those who may have 
earned the trip in a company contest, 
those who have some official function to 
perform. 

As the Managers’ Section grows in 
importance the question comes up more 
frequently as to whether the National 
association headquarters ‘staff or the 
Sales Research Bureau shall be the 
agency to do a particular job. One 
of the projects ahead is to stimulate 
local managers associations, suggest at- 
tractive program material, propose ob- 
jectives, etc. Apparently the Research 
Bureau will have a large part in this 
undertaking. The executive committee 
has suggested that the “Managers Mag- 
azine,’ a Research Bureau publication, 
each month contain a department of sug- 
gestions for these managers associations. 
A Research Bureau man, K. H. Mathus, 
functions as secretary of the managers 
section. 


Houston Next Year 


’ 


Already conventioneers are thinking 
ahead to Houston next year. One scheme 
that the Texans are considering is a 
10 day pre-convention trip to Mexico 
City. They would arrange for several 
special trains. The meeting will be the 
third week in September. 

At the closing session in Denver, an 
unscheduled feature was the introduction 
of five members of the Deans club of 
Salt Lake City. This is a society of life 
insurance veterans, 

Those introduced were John D. Spen- 
cer, aged 79, New York Life, 40 years 
in the ‘business; John James, aged 73, 
Occidental Life of Los Angeles, 33 years 
in the business; Joseph Smith, 70, New 
York Life, 32 years (he was insurance 
commissioner in 1914); Frank Mosely, 
63, Beneficial Life, 36 years; Rufus K 
Hardy, 59, California-Western States 





Life, 27 years (he is the man that 
brought Grant Taggart of Cowley, 
Wyo., the retiring chairman of the Mil- 
lion Dollar Round Table, into the busi- 
ness.) 

In addition to the public meeting that 
was addressed by Merle Thorpe another 
convention week innovation in Denver 
was the good-fellowship luncheon the 
final day. Most of those in the city at- 
tended. J. Stanley Edwards, Denver 
general agent Aetna Life, a former na- 
tional president, presided. He intro- 
duced the chairmen of the various local 
committees, the past national presidents, 
new officers and trustees. O. Sam Cum- 
mings, Kansas City Life, Dallas, the new 
national president, gave an address. He 
said he will press forward in the pro- 
gram to improve the standard of the 
field force. The emphasis has so far 
been placed on the negative side of 
eliminating the unfit, he observed. Now 
the positive job is ahead of bringing 
into the business the kind of people 
that won’t have to be eliminated. Mem- 
bership in life underwriters association 
should be a mark of distinction, he as- 
serted. It should signify “business no- 
bility.” A quantity of quality members 
is an attainable goal, he declared. 


Purveys Social Security 


The producer, he said, is a purveyor 
of social security. He helps build a 
secure nation, 

Although the decision will not be made 
until the trustees meet in New York in 
December, the chances are that the mid- 
year meeting of the national council in 
April will be held in Richmond, Va. 
There would be a sales congress the 
previous day and the visitors would be 
taken on a trip to Williamsburgh, 
Jamestown and Yorktown. J. C. Har- 
din, Kansas City Life, Roanoke, imme- 
diate past president of the Virginia as- 
sociation, was in Denver creating favor- 
able sentiment for Richmond as the 
meeting place. 


Blane Travels Farthest 


J. G. Blane, Pan-American Life man- 
ager in Guatemala City, who attends 
the conventions of the National Asso- 
ciation of Life Underwriters whenever 
it is possible for him to do so, was on 
hand at Denver this year and probably 
traveled the farthest from his home to 
attend the meeting of any of the dele- 
gates. 

A group of brilliant youngsters in the 
“millionaire” class who were on the pro- 
gram this year attracted especial atten-- 
tion. The fact that men so youthful 
looking as A, J. Ostheimer, 3rd, of Phila- 
delphia, John O. Todd of Minneapolis 
and Stanley Martin of Columbus, have 
been consistent million dollar produc- 
ers for a number of years caused some 
surprise to many who heard them. All 
are able speakers as well as top-notch 
producers and were prominent partici- 
pants in the Million Dollar Round Table 
sessions, as well as in the hour on the 
main program given over to representa- 
tives of that group. Louis Behr of 
Chicago, another one of the younger 
group who has been marked out as one 
of the future leaders, has already ap- 
peared on the National association pro- 
gram and was a speaker at the round ta- 
ble this year. 





Wants New Company to Pay 


FRANKFORT, KY.—The new or re- 
organized Pacific Mutual Life should be 
required to pay to Kentucky 2 percent 
of all premiums collected by the old 
Pacific Mutual on Kentucky business 
from Jan. 1, 1936, to July 22, 1936, the 
attorney-general’s department holds. The 
old company was authorized to do busi- 
ness in Kentucky for a number of years, 
the opinion points out, and was 
licensed up to July 22, when there was 
a reorganization and the new Pacific 
Mutual succeeded. The opinion shows 
that the old company owed the state 
2 percent on all premiums collected 
from Jan. 1 to July 23 and the con- 
tention is that the new company was 
understood to pay taxes, assessments, 
and so on. 








Will Wind Up Meeting _ 
of Bureau, Agency Officers 


— 








G. S. NOLLEN 


G. S. Nollen, president Bankers Life 
of Iowa, will be the closing speaker 
at the annual meeting of the Life Insur- 
ance Sales Research Bureau and the 
Life Agency Officers Association to be 
held Oct. 26-28 at the Edgewater Beach 
hotel, Chicago. A closing address of a 
president of one of the member compa- 
nies is a tradition of these gatherings. 

Chairmen of the meeting for each of 
the three days of the session have also 
been announced by John Marshall Hol- 
combe, Jr., manager of the Bureau: 
Opening day, J. C. Behan, vice-presi- 
dent Massachusetts Mutual and chair- 
man executive committee agency officers 
association; second day, G. L. Hill, di- 
rector of agencies Northwestern Mutual 
and chairman Research Bureau execu- 
tive committee; closing day, O. J. Ar- 
nold, president Northwestern National 
and chairman Bureau board of directors. 








Provident Life & Accident 
Will Celebrate Fifty Years 


of Successful Service 





The Provident Life & Accident of 
Chattanooga will hold its golden jubilee 
convention at the Lookout Mountain 
Hotel on Lookout Mountain Sept. 14-16. 
The company started in business in 1887, 
writing accident and health insurance. 
On Jan. 1, 1917, it established its life 
department. 

The Provident Life & Accident is op- 
erating in 35 states. The chief factors 
in the company are President R. J. Mac- 
leilan and Vice-president and Secretary 
W. C. Cartinhour. 

The convention will open with a ban- 
quet the evening of Sept. 14 and the 
speakers will be Strickland Gillilan, well 
known humorist and lecturer; Insurance 
Commission McCormack of Tennessee; 
M. C. S. Lake, assistant to the president 
Chesapeake & Ohio Railway. The busi- 
ness sessions will open the morning 0! 
Sept. 15, when there will be talks by 
President McClellan, Vice-president Car- 
tinhour, Vice-president A. W. Chambliss, 
General Counsel John Chambliss and 
greetings from department heads. . 

The afternoon will be devoted to sight 
seeing. Thursday morning there will be 
departmental sessions —life, accident, 
railroad and group. In the afternoon 
there will be a visit to the home office 
and then all will be entertained at the 
home of President and Mrs. Maclellan 
on Lookout Mountain. A dinner dance 
will be held at Lookout Mountain Hotel 
in the evening. 





Cash in on social security with 2 
benefit slide rule. Gets business. 
Order from National Underwriter. 
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Revenue Bureau 
May Ask Law to 
Exempt Agents 
Practical Difficulties in Ad- 


ministering Social Security 
Felt to Be Excessive 
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WASHINGTON—Off - the - record 

statements by internal revenue bureau 
men dealing with the unemployment 
and social security tax indicate that 
probable moves to have the social se- 
curity act amended at the next session 
of congress so as clearly to exempt com- 
mission-compensated agents will have 
the hearty support of the revenue bu- 
reau. It is even possible that the bureau 
itself may initiate such legislation. 

The reason for this attitude is that, 
ater months of wrestling with the com- 
plications of collecting or attempting to 
collect ald age pension and unemploy- 
ment insurance taxes on agents who re- 
ceive commissions from one up to per- 
haps 10 companies, the bureau is very 
much inclined to a realistic attitude 
toward the problem. 


Many Practical Difficulties 


Though the administration’s attitude 
on social security is ta make the law 
cover as much territory as possible, the 
internal revenue bureau, with the prob- 
lem tossed right in its lap, finds many 
practical objections to the idea of call- 
ing everybody an employe who receives 
money for doing something for some- 
body else. 

Some bureau men, though genuinely 
believing in the sacial security principle 
and feeling that it should be extended 
rather than curtailed, nevertheless can 
see that somebody has to pay the dis- 
proportionate overhead connected with 
trying to collect taxes on commission- 
paid agents. At the same time, the bu- 
reau can only administer ta the best of 
its ability the law which congress has 
handed to it. 


Many Lack Protection Anyway 


Granted the desirability of protecting 
people from want due to unemployment 
and dependent old age, it is neverthe- 
less obvious that there are many classes, 
such as small independent contractors, 
farmers, ‘professional men and_ small 
merchants, who need this type of pro- 
tection about as much as those who are 
already covered under the act. Those 
who sympathize with the sacial security 
acts aims do not see where the vast 
amount of additional complication in- 
volved in declaring commission agents 
‘o be employes under the law is par- 
teularly vital in view of the large num- 
der of workers who are left uncovered 
anyway. 

The fact that those closest to the sit- 
uation are resigned to the practical dif- 
iculties involved is taken as an encour- 
aging sign in view of what many busi- 
ness men consider to be an impetuous 
zeal on the part of the present admin- 
stration ta further its social ideals re- 
gardless of practical difficulties involved. 


Kentucky Grants Exemption 


; The recent decision by the Kentucky 
attorney-general’s office that an insur- 
“nce company becoming a Federal Home 
oan bank member thereby becomes an 
istrumentality of the United States 
sovernment and hence exempt from 
‘tate unemployment act provisions 
Would mean exemption not only of com- 
Mission-paid agents but of home office 
and branch office employes as well if 
senerally upheld by other state and the 
lederal government. 

Owever, with the administratian 
(CONTINUED ON PAGE 19) 








Vincent B. Coffin Gets 


Substantial Recognition 





Agency Superintendent of the 
Connecticut Mutual Becomes 
Second Vice-president — Others 
Advanced 


HARTFORD — Superintendent Vin- 
cent B. Coffin has been made second 
vice-president of the Connecticut Mu- 
tual; F. B. Eberle becomes assistant sec- 
retary, and H. Martin Tenney, super- 
visor of city loans. Mr. Coffin has been 
six years in production work at the head 
office. He has demonstrated his ability 
in many ways. He has increased the 
size and efficiency of the field organiza- 
tion. Mr. Coffin is a graduate of Wes- 
leyan University, entering life insurance 
immediately after leaving college. From 
1926 to 1928 he was director of New 
York University life insurance training 
course and later was called to the home 
office of the Penn Mutual Life as edu- 
cational director. He joined the Con- 
necticut Mutual in 1931. Before going 
to Wesleyan, Mr. Coffin attended Al- 
bany Academy, Albany, N. Y. 


Eberle and Tenney 


Mr. Eberle has been with the city 
loan department since its organization 
in 1927 and has over $60,000,000 invest- 
ments under his supervision. He is a 
Trinity College man. 

Mr. Tenney served with the First 
National Company of St. Louis for 13 
years as mortgage representative and 
appraiser over the country before join- 
ing the Connecticut Mutual in 1935. He 
is a graduate of Boston University. 

Mr. Coffin is regarded as one of the 
ablest educators in the entire life insur- 
ance field. He is particularly adept at 
taking a first-rate idea which he has 
either evolved himself or else learned 








Gets Promotion 








VINCENT B. COFFIN, Hartford, Conn. 


Agency Superintendent Vincent B. 
Coffin of the Connecticut Mutual, who 
becomes second vice-president, is one of 
the well known agency leaders of the 
country. He has had a wide and varied 
experience and is trained from the 
ground floor up for his job. 








from someone else, and then putting the 
essence of it in a form so it can be read- 
ily absorbed by his hearts, making the 
idea so vivid that it cannot help impress- 
ing itself on all who are present. Yet he 
never indulges in any high-powered dra- 
matics in order to get his listeners 
steamed up. On the contrary, his genial 
and unperturbed manner on the lecture 
(CONTINUED ON PAGE 19) 








Independence Square 





Three Boys and Three Girls 


One of our able underwriters has just closed a very inter- 
esting case. A father, age 57, insured the lives of his three 
boys and three girls. The father himself has $100,000, the 
first $25,000 of it taken for him by his own father when he 
himself was a young man. That father believed that a young 
man should have life insurance for his financial foundation. 
This $25,000 he carried for the son until the young man was 
able to assume the payment of premiums. 
the son, determining to give his six children a similar advan- 
tage, chose six Ten Payment Life policies, for $25,000 each. 
Each was made payable to the surviving brothers and sisters. 


The underwriter was on a committee to induce lapsed 
members of a club to reinstate. The father was on his list. 
Both had similar collegiate connections, which helped in mak- 
ing the life insurance approach. 


This case suggests the worthwhileness of children prospects 
of a well-to-do father, and is an example of the reward that 
so frequently comes from organizational service. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Remembering this, 


PHILADELPHIA 

















National Fraternal 


Congress Releases 
Production Figures 


Slight Loss in Adult Insur- 
ance But Juvenile Coverage 
Shows Gain of 2.7 Percent 


COLUMBUS, O.—Gain of .4 of 1 
percent in adult membership and loss 
in adult of 1.2 for 
the last calendar year was reported by 


insurance percent 
the committee on state of the orders and 
at the National Fraternal 
annual meeting here. The 
juvenile statistics, on the other hand, 
showed a loss of .3 of 1 percent in 
membership and gain in insurance of 
2.7 percent. 

“We do not have an explanation of 
this contradictory trend, although the 
results may be caused in the adult de- 
partment by the discontinuance of mem- 
bership at the older ages wherein, at 
least in some societies, the average cer- 
tificates are larger than among new 
members,” the report states. 


certificates 
Congress 


Report Amounts of Protection 


“In the juvenile department we real- 
ize the most of the societies report the 
insurance in force on the basis of the 
actual amount of protection at attained 
age and even though the total member- 
ship shows a decrease it is entirely pos- 
sible for the insurance in force to in- 
crease during the year. The gains and 
losses were not large one way or the 
other.” 

In spite of the slight drop in adult 
insurance in force, 44 societies showed a 
net gain in this coverage at the end of 
last year as against 30 for the pre- 
vious year. At the same time, while 
47 societies had a net gain in juvenile 
for 1936, this was three fewer than re- 
ported gains in 1935. Net gain in adult 
and juvenile combined was reported by 
46 companies for last year as against 
37 for the previous year. 


Figures on 1936 Business 


New business written by member so- 
cieties in 1936 amounted to $432,773,536 
on 591,758 members. Of this amount 
$369,700,470 was on 415,613 adult mem- 
bers, while $63,073,066 was on 176,145 
juvenile members. The total 1936 busi- 
ness was down as compared with $451,- 
098,113 for 1935 and $447,410,724 for 
1934, but is far ahead of 1932 and 1933, 
for which the figures were $355,481,520 
and $325,127,594 respectively. The av- 
erage adult certificate issued to new 
members showed an increase during 
1936 for the first time in several years, 
as did the average adult certificate in 
force for outstanding business. Of new 
members written, 30 percent were juve- 
nile and 15 percent of the new protection 
was juvenile. 

A considerable improvement in the 
foreclosure situation is shown by the 
committee’s report. Real estate holdings 
increased from 9.29 percent of total as- 
sets to 10.11 percent, while there was 
a corresponding decrease in mortgage 
holdings. Otherwise distribution of ag- 
gregate assets showed little change. At 
the end of 1936, total mortgages were 
12.48 percent of assets, bonds were 62.91 
percent, certificate and premium loans, 
7.05 percent and other assets 7.45 per- 
cent. 

During the last calendar year the num- 
ber of societies using the American ex- 
perience table increased from 75 to 81, 
while those using .other tables, includ- 
ing the N. F. C., went from 48 to 43. 
The largest group, 54, uses the Ameri- 
can experience 4 percent basis. The 
group of societies using both American 
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Yor 
Every Purpose 


Sound protection in all 
forms of life insurance... 
dependable service in all 
things and at all times... 
resources and manage- 
ment adequate to meet 
every emergency — 


That, briefly, is the ser- 
vice offered you by this 
strong, nationally promi- 
nent institution . .. one of 
the few American com- 
panies to show increases 
in assets and insurance 
in force each and every 
year since its inception. 


Competent advisory ser- 
vice is available to every 
Continental agent, large 
or small, in serving the 
best interests of his or 
her clientele. 
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CHICAGO, ILLINOIS 
Affiliated with 


ASSURANCE COMPANY 


CONTINENTAL CASUALTY COMPANY 











Robbins Predicts 
Extreme Care in 
Buying Municipals 


Tells Fraternal Congress 
That Depression Showed 
Taxing Power Frequently 
Insufficient 


Fraternal insurance companies will be 
extremely careful in their selection of the 
tvpe of governmental subdivision bonds 
which they purchase, investing only after 
careful and painstaking investigations in- 
to the character of the obligation, the 
taxable property which secured it and 
tne probable future development of the 
community involved, said Col. C. B. 
Robbins, manager and general counsel 
American Life Convention. 

He said that the lessons which have 
been learned in the investment of insur- 
ance funds in securities of governmental 
subdivisions are that the taxing power 
of the authority issuing them is fre- 
quently not sufficient to retire the prin- 
cipal and pay the interest provided for 
in the bond, and, because fraternal in- 
surance companies pay no taxes upon 
their accumulations, the very fact that 
they invest in these securities results in 
their paying an indirect tax on them be- 
cause of the low interest yield resulting 
from the tax-exempt feature. 


Cash Reserves Lower 


Saying that opportunities for new in- 
vestments in additional issues of prime 
railroad and public securities have caused 
a considerable drop in the all time peak 
cash reserves held by companies at the 
beginning of the year, Colonel Robbins 
predicted that it will be some years to 
come before any pronounced advance in 
interest rates can be expected. 

“More than $14,000,000,000 of treasury 
obligations will mature during the next 
five years and the government naturally 
will do everything it can to maintain a 
low interest rate on the refinancing of 
these obligations, on the long term basis 
because of the necessity of the budget 
balancing which has not as yet been ac- 
complished,” he pointed out. “Further- 
more, the present administration 
desires to maintain prosperous business 
conditions with cheap money, which is 
believed to be of great importance in 
niaintaining them. This situation is not 
confined to the United States but is 
prevalent throughout the world. The in- 
crease in the ridiculously low rates for 
short term money which has occurred 
during the past year can have no marked 
beneficial effect upon interest rates on 
long term obligations. 


No Interest Rate Rise 


“So far as interest rates are concerned, 
it would seem to me that in the govern- 
ment bonds the same situation will be 
encountered as it has in the purchase of 
mortgage loans. As long as there is a 
great surplus of money seeking invest- 
ment the rates will be low and continued 
increases in taxes of income by the fed- 
eral government will result in greater 
popularity of tax exempt issues in the 
investment field, so I do not look for 
any substantial increase in the rates of 
such securities for some years to come. 
Money is a commodity which is just as 
much subject to the law of supply and 
demand as any other commodity. When 
there is a surplus it is cheap, when it is 
scarce it brings a higher interest rate.” 

Commenting on the mortgage situa- 
tion, Colonel Robbins said that while 
borrowers usually believe they are get- 
ting a lower interest rate by borrowing 
through the Federal Housing Adminis- 
tration, the over-all interest rate on FHA 
loans, including all charges, such as in- 
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Woman Life Agent Has 
Had Remarkable Record 


ac 








SARA FRANCES JONES, Chicago 


Sara Frances Jones, well known 
woman agent of the Equitable Society 
in Chicago, was chairman of the Won- 
en’s Quarter Million Dollar Round 


Table at the convention of the National | 


Association of Life Underwriters in 
Denver. Miss Jones has had a remark- 
able career. She started in the home 
office of the Equitable when she was 16 
years of age and became secretary to 
Vice-president Gage E. Tarbell when he 
was head of the agency department. She 
was sent in 1911 to Chicago where a 
woman’s department was_ established 
but was dragging to pull it out of the 
doldrums. She was the first woman svt- 
pervisor ever to be appointed by any 
company. Then she was made manager 
of the womans’ agency in Chicago. She 
occupied this position until 1918 when 
she entered war service in France, re- 
turning for a short period of insurance 
work in Boston and then went to Chi- 
cago where she has devoted her entire 
time to personal production. She became 
a C. L. U. in 1930 and that year became 
the second woman in the country ever 
to have written $1,000,000 in a 12 months 
period. During the first six months of 
this year she wrote $268,312. Of this 
$101,500 was paid for in June. She is one 
of the pioneers in the women’s activities 
in the National Life Underwriters Asso- 
ciation. 








surance and service, will average about 
6.4 percent. In spite of this, many loans 
on homes have been taken away from 
life companies and other trustee lending 
institutions to be placed with the FHA 
and then resold to the same institutions 
at a rate of interest to the borrower in 
many cases higher than provided for in 
the original loan, Colonel Robbins re- 
marked. a 

Because of governmental competition 
and a surplus of money seeking invest 
ment, interest yields are low and have 
now reached a point where in many !- 
stances real estate owned by life com- 
panies, the majority of it acquired 
through foreclosures and now amount- 
ing to more than $2,000,000,000 or 88 
percent of total assets, is frequently pay- 
ing a better return than mortgages which 
are current and in good standing, he said. 
He predicted that utility securities in the 
strongest companies will unloubtedly 
be favored by life companies in the !- 
ture as they are not exposd to many 0! 
the hazards and competition which the 
railroads experience. 


Will Write No More Life 


The London & Scottish is closing 
life insurance business in Canada Sept 
30 and after that date no further life 
insurance will be written in the 40 
minion. 
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*From an exhibit showing the 
average size of policy sold by 
77 leading companies during 
1936. Prepared and published 
by the Life Insurance Courant 
—July 1937. 
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he Metropolitan advertise- 
mentin September magazines, * 
“Hope Chests—for husbands,” 
may present a new thought to 
many prospects. 


In the old-fashioned hope 
chest, the daughter of the 
house placed her hopes and 
dreams along with bits of fin- 
ery. Its modern counterpart for 
husbands —a typical strong- 
box —contains Life insurance 
policies. 


These policies, as a part of a 
well-planned Life Insurance 
Program, will assure the young 
husband that Ais hopes and 
dreams for his family’s future 


will be fulfilled. 


























*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 


Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 
Leroy A. Lincoln, President 


ONE MADISON AVE., NEW YORK, N. Y. 





Fraternals’ Field 
Managers Discuss 
Acquisition Costs: 





Statement Blanks Said to 
Give Wrong Impression 
of Societies’ Expenses 





COLUMBUS — Problems of _ field 
training, supervision, and compensation 
and the question of acquisition cost 
were discussed at the Fraternal Field 
Managers Association section of the Na- 
tional Fraternal Congress. R. M. Nor- 
rington, Gleaner Life, president of the 
association, presided. 

S. H. Hadley, Protected Home Cir- 
cle, president of the congress, gave a 
fine exposition of the recruiting problem 
facing fraternal field managers and su- 
pervisors. Fraternal field men, Mr. Had- 
ley stated, are frequently thrown into 
the work because they are out of a job. 
Field men come from three sources: 
active members, old line agents, or per- 
sons out of a job. He said that he 
did not encourage prospective field men 
earning from $150 to $200 monthly 
salary to go into life insurance selling. 


Tells of Discouragements 


Mr. Hadley described the discourage- 
ments facing the new man. He expects 
prospects to be handed to him on a 
silver platter by members of the lodge, 
and is disillusioned. He finds that the 
fraternal spirit is not quite as tangible 
as he had anticipated. He discovers 
that he is more of a preacher than a 
salesman and is expected to attend 
funerals, picnics and jollifications. He 
finds that he is practically forced to col- 
lect premiums although he is not paid 
for doing so. The local collector sits 
at the desk and collects only from those 
who come in the office. 

“It takes a good man to stand up 
under it,’ Mr. Hadley declared. “Not 
more than one out of twenty-five men 
may be expected to make good.” 


Lists Characteristics 


Mr. Hadley gave what he considered 
the characteristics of a good field man. 
First of all, he must be loyal, and to 
be that he must have character. Loyalty 
cannot be built up in the space of two 
or three months. The agent must have 
a natural ability to work and a natural 
ability to sell, If a man has these char- 
acteristics, the home office should “stay 
with him,” Mr. Hadley said. 

F, A. Johnson, Royal League, mem- 
ber of the managers association execu- 
tive committee, said that acquisition cost 
concerned the payment to agents re- 
garding conservation work. 


Leads Cost Discussion 


N. J. Williams, Equitable Reserve As- 
sociation, led a discussion on “What 
Constitutes Acquisition Cost?’ Mr. 
Williams said that the fraternals had 
permitted state insurance depattments to 
compare their own acquisition costs with 
those of old line companies when their 
costs included many items which were 
shown separately by the old line com- 
panies, resulting in a serious disadvan- 
tage to the fraternals in that respect, 
figures running from $25 or $30 per 
$1,000 compared to an old line com- 
pany’s figures of $15 or $16 per $1,000. 
Mr. Williams exhibited a large chart 
showing comparative costs of Wiscon- 
sin old line companies and his own, 
compiled from the Unique Manual-Di- 
gest, both including the same items. 

The Equitable Reserve Association’s 
acquisition cost compared very favor- 
ably, even with a very large company, 
showing only an eight cent difference. 
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Speaker at Meeting of 
Provident L. & A. Jubilee 
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JAMES M. McCORMACK 


Commissioner J. M. McCormack of 
Tennessee will be one of the chief speak- 
ers at the jubilee banquet of the Provi- 
dent Life & Accident the evening of Sept. 
14 at Lookout Mountain Hotel, Lookout 
Mountain. Mr. McCormack is a former 
insurance agent of Memphis and is mak- 
ing a splendid record in his public office. 





“Non Can” Pulleyhabilers 
That Have Lapsed Are 
Addressed by Liquidator 








Notice has been sent out to noncan- 
cellable disability income policyholders 
of the old Pacific Mutual Life that 
lapsed because of nonpayment of pre- 
mium which came due subsequent to 
July 22, 1936, and before Feb. 20, 1937, 
telling them that Insurance Commis- 
sioner Carpenter was appointed liqui- 
dator of the old company. Under the 
California law creditors of the old com- 
pany can file their claims with the 
liquidator, but he is not permitted to 
consider or accept for filing any claim 
presented after Nov. 6 next. Creditors 
who do not present claims to the liqui- 
dator on or before that date are barred 
from any further recovery in the liqui- 


dation proceedings. Claims must be 
filed on the form prescribed by the 
liquidator. The liquidator does not 


express any opinion as to whether those 
receiving notices are or are not entitled 
to any allowance. This has nothing to 
do with the present Pacific Mutual. 





Commissioner Blackall 


in Talk to Civitan Club 


HARTFORD.—Commissioner Black- 
all of Connecticut defined insurance as 
“an institution to meet all contingen- 
cies” in a talk on “Insurance in a Chang- 
ing World” given at the meeting of the 
Civitan Club. He said that one of the 
problems of the insurance companies is 
the lower income on their invested 
funds. After paying a tribute to the 
late William Brosmith, vice president 
and general counsel of the Travelers, in 
which he called him one of the outstand- 
ing men in the insurance field, Commis- 
sioner Blackall outlined the growth 0! 
casualty insurance, brought by the de- 
velopment of the internal combustion 
engine, 








associated with the 
Stamm general agency at Mil- 
the Northwestern Mutual 
Life and secretary-treasurer of the 
Northwestern Mutual Association 0 
Agents, has been appointed chairman of 
the preliminary solicitation division. for 
the 1937 Milwaukee community fund 


Westley 
Victor 
waukee for 


Tuttle, 
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Old Republic Life 
Sees Big Field in 
Time-Sales Buyers 


Ties Up with Organization 
Handling Insurance for 200 
Finance Companies 


Independent finance companies, aggre- 
gating about 1500 and accounting for 
about $1,000,000,000 of installments sales 
a year, constitute the next great field for 
group coverage on the lives of debtors, 
according to N, A. Nelson, secretary 
and treasurer Old Republic Credit Life 
of Chicago, which specializes in cover- 
age for the protection of borrowers and 
comakers in connection-with loans by 
industrial banks and small-loan depart- 
ments of commercial banks. 

The Old Republic has just completed 
a hook-up with W. S. Mays & Co. of 
New York City, which handles the gen- 
eral insurance of some 200 independent 
finance companies. This will enable the 
Mays organization to supply protection 
on its clients’ buyers just as it now takes 
care of their other insurance needs. 


Doesn’t Include Giants 


The 1500 companies mentioned by Mr. 
Nelson do not include the hair uozen 
giant corporations such as Commercial 
Investment Trust, Commercial Credit, 
and General Motors Acceptance Cor- 
poration, nor, at the other end of the 
scale, the small, one-horse outfits. While 
the Old Republic’s accounts in the 
finance company field are few as com- 
pared with those covering bank borrow- 
ers, it has made enough of a start to 
prove that the business can be developed 
by the right coverage and the right ap- 
proach. 

As in covering bank loans, it is neces- 
sary that the procedure for the finance 
companies be kept extremely simple. If 
there is a great deal of complicated data 
to be supplied, the finance company will 
simply not bother to recommend the 
coverage to its customers. Then, the 
companies must be kept reminded of the 
availability of the service through ad- 
vertising. The Old Republic now ad- 
vertises in the “American Industrial 
Banker,” “Time Sales Financing,” and 
“American Conference Finance News.” 
The latter is the house organ of the Na- 
tional Association of Sales Finance Com- 
panies. 


Hitch on Auto Sales 


Automobile financing would appear to 
be the most logical field for life insur- 
ance protection on buyers but that in- 
dustry has shown some skittishness 
about appearing to suggest that the buyer 
of a new car might be in danger of be- 
ing killed in an automobile accident. 
lhe publicity about the automobile death 
toll caused one manufacturer to whom 
the idea of life insurance was suggested 
to turn it down as being bad psychology. 
However, it is quite likely that when life 
coverage becomes more common in 
other fields of installment buying this 
objection will disappear in the automo- 
bile field. 

The Old Republic has recently been 
admitted in New York state and is 
already doing a substantial business in 
Insuring the lives of borrowers where 
the borrower pays the premium, It also 
writes the type of coverage where the 
bank pays the premium but is not yet 
writing it in New York, as the New 
York department has objected to its 
rate of 90 cents per month per $1,000 as 
being too low. However, the Old Re- 
Public has kept an accurate check of its 
experience over a period of years and 
finds that the 90-cent rate is entirely 





adequate. It is expected that this situa- 
tion will be ironed out shortly and that 
the company will begin writing in New 
York state the type of business in which 
the premium is included automatically 
in the loan charge. 


Difference in Claim End 


The fact that the bank as well as the 
insurance borrower is in the picture 
makes the underwriting and claim work 
on this type of business somewhat dif- 
ferent from ordinary life insurance or 
even salary deduction coverage. Even 
though the company is certain that the 
borrower was suffering from a fatal ill- 
ness at the time he made the loan, there 
is nothing much the company can do 
about it if it wants to keep the bank’s 
good will. If the company is convinced 
that the loan was made in good faith 
without any idea of hooking the insur- 
ance company there is nothing to do but 
to pay the claim. However, if the bank 
shows a disposition to select against the 
company, it soon becomes apparent and 
the contract can be cancelled as far as 
future business is concerned. 


Claims Clinch Accounts 


First hand experience with payment of 
death claims sells a bank much more 
firmly on the desirability of life insur- 
ance for borrowers than any mere de- 
scription of the benefits. Further, these 
death claims result in increased business 
nearly every time. For example, a bank 
which has been insuring about 20 per- 
cent of its borrowers may jump the per- 
centage up to 50 percent or more after 
a $300 claim has been paid. This effect 
of course does not last permanently but 
the ratio tends to stay up as the value 
of life insurance coverage demonstrates 
itself. 

The Old Republic Life no longer at- 
tempts to underwrite disability protec- 
tion for borrowers. It did so some years 
ago but the experience was bad and in 
addition to the usual temptations to 
malingering there was the difficulty of 
jeopardizing relations with the bank if 
too strenuous attempts were made to 
prove the borrower a faker. Borrowers 
who during the depression lost their 
jobs tended to develop black spots be- 
fore the eyes and there was not much 
the insurance company could do to prove 
that the spots were wholly imaginary. 
From the bank’s point of view an im- 
portant angle of life insurance for bor- 
rowers is the trouble and expense saved 
in avoiding attempts to collect unpaid 
balances from the comakers or the estate 
of the deceased borrower. 


Heads N. F. C. 




















MRS, DORA ALEXANDER TALLEY 


Mrs. Dora Alexander Talley, national 
president of the Woodmen Circle of 
Omaha, was elected president of the Na- 
tional Fraternal Congress at the annual 
convention in Columbus, O., this week. 








ITS NAME 

. INDICATES 
. (eS. 

f CHARACTER 


TIMELY 











Every Monday morning of the year, the 
LNL field man receives his copy of the 
Monday Morning Message. ‘This up-to-the. 
minute bulletin offers one timely suggestion 
each week on a current life insurance sales 
opportunity — business insurance, modern 
protection plans, current closes, approaches, 


sales talks, are a few of the topics covered. 


Every message helps LNL men sell. 
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J. D. E. Jones, Jr., Becomes 
Equitable General Agent 





NEW YORK.—The Equitable Life 
of New York has appointed J. D. E. 
Jones, Jr., as general agent for Rhode 
Island and Bristol county, Mass., suc- 
ceeding Agency Manager J. Edgar 
Knott who has been called to the agency 
department staff of the home office, 
Vice-president W. J. Graham announced 
at a luncheon in Providence for Rhode 
Island and Massachusetts agents and 
managers. The appointment is made in 
order to consolidate all agencies of the 
company in Rhode Island and Bristol 
county. 

Mr. Jones, who became a member of 
the Million Dollar Round Table before 
he was 30 years old, is the youngest 
general agent of the Equitable. His 
family has been connected with the life 
insurance business since 1866 and his 
father is one of the outstanding general 





agents of the company, with headquar- 
ters in Boston. Mr. Jones, Jr., joined 
the Equitable in 1921, became a unit 
manager and later associate general 
agent in Providence and Boston. He is 
a native of Providence and a graduate 
of Brown. 





Myrick Agency Ahead 

The Julian S. Myrick agency of the 
Mutual Life of New York had an Au- 
gust paid-for business of $1,672,292 as 
against $1,454,176 for August, 1936. The 
year to date total amounts to $18,293,- 
190 as against $15,544,330 last year. 





Chio National Life—With a paid for 
business in August of approximately $2,- 
500,000 the company made a 28 percent 
increase over August last year. This 
was the fifth consecutive month of in- 
creases over the corresponding month 
of 1936. 








who guide them. 


rate book. 


MANAGEMENT MEANS MEN 


Willingly and successfully meet- 
ing every challenge in principle, 
the institution of life insurance is 
reputably served, in practice, by 
all high-minded companies. These 
in turn are but the reflection of the 
honesty and sincerity of the men 


The Great Southern is proud of 
its man-power, particularly of the 
Great Southerners who carry its 








Home Office - 





Great Southern 


Life Insurance Company 


E. P. Greenwood, President 


Houston, Texas 




















Life Insurance Week’s 
Awards Are Announced 
by Life Agency Officers 





For the second year in succession the 
Cleveland Association of Life Under- 
writers has been awarded the cash prize 
of $100 offered by the executive commit- 
tee of the Association of Life Agency 
Officers for the most effective and con- 
structive demonstration leading up to 
and during Life Insurance Week, it has 
been announced by George L. Hunt, 
New England Mutual, chairman. 

A special prize of $50 was awarded 
by the committee to the District of 
Columbia association in recognition not 
only of its excellent local Life Insurance 
Week program but also for its most val- 
uable contribution to the national cam- 
paign which resulted in the official co- 
operation of the United States Depart- 
ment of Commerce in fostering the offi- 
cial opening of Life Insurance Week 
from the nation’s capitol. 

The other cash prizes offered were 
awarded as follows: second prize, $75, 
to Pittsburg, Kan.; third prize, $50, Chi- 
cago, I 

Seven prizes of $25 each were awarded 
to the following: San Francisco, Milwau- 
kee, Jacksonville, Fla.; Honolulu, 
Hawaii; Memphis, New Haven, Conn., 
and Tacoma. 

Honorable mention goes to the fol- 
lowing: Indianapolis, Troy, N. Y.; St. 
Louis, Michmond, Va.; Birmingham, 
Stockton, Calif.; Pittsburgh, Wilkes- 
Barre and Boston. 

Balance was the factor that made the 
committee decide in favor of ‘Cleveland, 
Pittsburg and Chicago, a perusal of the 
reports shows. Cleveland entered into 
every activity during the week, doing ex- 
ceptional work with the “Living Proofs” 
radio contest, the billboard displays and 
the library and high school text books. 
Pittsburg, Kan., an association of 17 in 
a city of 22,000, made the entire town 
conscious of the campaign with a parade, 
scores of window displays and a lavish 
use of all tie-in materials. 





Commonwealth Life Grows 


Louisville Company Makes Forward 
Steps Each Year—Has Had Satisfac- 


tory Increases This Year 





The Commonwealth Life of Louisville 
rounded out a very satisfactory seven 
months. Insurance in force as of Au- 
gust 1 amounted to $48,097,159—an in- 
crease of $6,743,049, or 4.7 percent, an 
excellent record. The increase for this 
period exceeds the yearly average in- 
crease for the past five years, and is ev.- 
dnce of a _ materially strengthened 
agency force. 

The Commonwealth Life is giving a 
good account of itself. Its assets were 
$17,025,371 at the first of the year, and 
were well diversified. Mortgage loans 
represented 39 percent, and bonds 40 
percent. Its cash is 3 percent, and its 
policy loans 17 percent, well within the 
norinal average. 

Starting in 1905, the company has 
made steady progress ever since, and 
has gotten to be a sizeable institution. 
Its premium income for 1936 amounted 
to $3,510,136 of which $1,852,393 was 
for ordinary insurance, and $1,657,743 
for industrial. Its new business has 
shown a steady increase from year to 
year, and last year amounted to $41,- 
153,409. Insurance in force, both ordi- 
nary and industrial, has shown a healthy 
gain from year to year, even through 
the depression. 

The Commonwealth Life is to be con- 
gratulated in that it has no single in- 
vestment of very large size. It has 
aimed at diversification. Its mortality 
is exceedingly favorable and the lapses 
are moderate. Its net cost to policy- 
holders is considered low. The expense 
ratio is 5.36 which is regarded as a rea- 
sonable figure. The company enjoys 


splendid. management, the people back 
of it being entirely responsible, and in 





piloting the craft through the years of 
depression they have shown their sound 
judgment and good sense in conserving 
the business) and making steady in- 
creases in insurance in force as well as 
other items that indicate progress. 


Golden Jubilee Celebrated 
by Manufacturers Life 








TORONTO, ONT.—The Manufactu- 
rers’ Life celebrated its golden jubilee 
this week by suitable ceremonies at its 
head office, attended by more than 700 
people, including head office staff, and 
representatives from various parts of 
Canada, the United States, the British 
Isles, the West Indies and other coun- 
tries. Among the historical facts re- 
called, was that Sir John A. Mac-Don- 
ald, one of the leaders in the confedera- 
tion movement in Canada, and _ first 
prime minister of Canada, was the first 
president. The Manufacturers’ Life, 
originally doing business in Ontaria and 
Quebec only, is now represented in 32 
countries, having some 200,000 policy- 
holders and some $550,000,000 of busi- 
ness in force. 





American College Directors 


At the meeting of the directors of the 
American College of Life Underwriters 
held in Denver the following directors 
were elected for three years: 

J. Stanley Edwards, Denver general 
agent, Aetna Life. 

John Marshall Holcombe, Jr., man- 
ager, Life Insurance Saies Research Bu- 
reau. 

George E. Lackey, Detroit general 
agent, Massachusetts Mutual. 

Dr. David McCahan, professor of in- 
surance, Wharton School of Finance 
and Commerce, University of Pennsyl- 
vania. 

Julian S. Myrick, New York City 
manager, Mutual Life of New York. 


C. L. Scott, Kansas City general 
agent, Massachusetts Mutual. ; 
Dr. John A. Stevenson, executive 


vice-president, Penn Mutual. 

* Kellogg VanWinkle, agency manager 
of the Equitable Society, Los Angeles, 
by virtue of his recent election to the 
presidency of the national chapter CLU, 
automaticall becomes an ex officio 
member of the American College board 
for one year. 


Mutual Life of Canada Meet 


WATERLOO, ONT.—The Mutual 
Life of Canada held a convention of its 
Quarter Million and Century Clubs 
here this week. In a comprehensive 
survey of present condtions and. prob- 
lems, President R. O. McCulloch re- 
fered especially to interest rates and in- 
vestments. “Rates are still low com- 
pared with those that have prevailed 
during the past 30 years,” he said. “The 
field for investment of insurance funds 
in Canada is more restricted than it 
has been for many years due to the rela- 
tively few types of securities and invest- 
ments which qualify as media for the 
placing of trust funds.” 


McClain Resigns Post 


Harry E. McClain, former Indiana 
commissioner, has resigned as manager 
of the insurance department of the 
Union Trust Company in Indianapolis, 
which position he took several months 
ago. L. D. Swisher, who went with Mr. 
McClain as his assistant, also has re- 
signed. Mr. Swisher was rate clerk of 
the Indiana department under Mr. Mc- 
Clain. Their future plans will be an- 
nounced later. 


Young in General Lines 


Stewart Young, general agent General 
American Life at Wichita, Kan., 15 
opening a fire agency to be handled by 
William Gardner and has been elected 
a member of the Wichita Insurors. This 
is the third combined life and fire agency 
opened in Wichita. The Dulaney, John- 
ston & Priest and Oscar Hill & Son 
agencies also represent both fire and life 
companies. 
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Sees Demand for 
5,000,000 More 
New Houses by 752 


Equitable Life Real Estate 
Expert Makes Survey of 
Population Trends 








NEW YORK.—Of significance to life 
companies not only as mortgage lenders 
but as sellers of life insurance and an- 
nuities are figures on population and age- 
distribution trends compiled by Blaine 
A. Davis, research assistant to Equitable 
Society’s chief appraiser, and published 
in the current “Journal of Real Estate 
Management.” 

Basing his figures upon the outlook of 
net immigration, a declining birth rate, 
and a rising death rate, Mr. Davis, spe- 
cial lecturer on population trends in the 
recent courses in real estate appraisal 
given by the American Institute of Real 
Estate Appraisers in cooperation with 
the School of Business of Columbia uni- 
versity, estimates a population for the 
United States in 1945 of approximately 
134,440,000, which represents an increase 
within the next nine years of 6,011,000, 
an increase from the present time of 4.68 
percent. This would anticipate the popu- 
lation of the United States reaching a 
maximym early in the ‘fifties. 


Estimates 5,000,000 New Houses 


“Though the total population of the 
country is rapidly approaching a zenith, 
about 5,000,000 new houses will be 
needed during the next 15 years to house 
the additional familiies created by the 
persons born before the peak in births 
was reached in 1921 to 1924, who will be 
marr ying and needing homes during this 
period, ” he estimates. 

_"“The uncertain element in the popula- 
tion prospect is not so much the total 
number of people in the nation but their 
residence—whether increasingly rural or 
urban,” ‘Mr. Davis points out. He says: 
“There is nothing in the general eco- 
nonic situation to indicate that the trend 
of population toward urban areas has 
been or soon might be permanently 
checked.” ‘ 


Significant Urban Trend 


One of the most significant changes 
which has taken place in this country is 
the increase in the relative importance of 
cities. The first federal census in 1790 
reported only six cities having a popula- 
tion of 8,000 or more, containing in the 
aggregate 3.3 percent of the total popu- 
lation in the country. In 1930 there were 
1,209 incorporated cities having a popula- 
tion of 8,000 or more, and their aggre- 
gate population represented 49.1 percent 
of the total. Urban population, including 
the metropolitan areas, is estimated by 
the Equitable’s study to amount to 82,- 
361,000 in 1940, an increase of 8.1 percent 
over the 1930 population of 76,169,000, 
_ a further increase to 83,033,000 by 
945, 


More Potential Mothers 


“It will be noted that during the five 
years from 1920 to 1925 the urban pop- 
ulation increased 13 percent; in the five 
years from 1925 to 1930, 10 percent; in 
the five years from 1930 to 1935, 20 per- 
cent; in the five years from 1935 to 1940, 
6 percent; and in the five years from 
1940 to 1945, 1 percent,” Mr. Davis 
writes. “The steadily declining rate of 
Increase noticeable over this 25-year 
period indicates clearly that the urban 
Population of the country is likewise 
rapidly approaching a point of relative 
Stability, though, due to internal migra- 
tion, it is quite likely that the urban 
population will continue to increase for 


the country has reached an optimum.... 

“Within the next few years, the de- 
clining birth rate will, to some extent, be 
offset by the increase in the number of 
women of child-bearing age. The great- 
est number of births in the country oc- 
curred during the years 1921 to 1924; 
the actual number has steadily declined 
since that date. For a period of about 
twenty-five years after the peak in the 
number of births, the number of women 
of ages during which most children are 
born will continue to increase. Until 
1921 to 1924 the increasing number of 
potential mothers more than counter- 
balanced the declining birth rate in 
vielding an ever increasing number of 
children. 

“After about 1950 there will be a de- 
clining number of potential mothers. A 
declining number of such women will 
supplement the decline in births, both 
factors working in the same direction to 
reduce even more rapidly the number of 
children born. A stabilizing of the popu- 
lation means that it will consists of fewer 
young people and more old people. Be- 
tween 1920 and 1930, the number of 
people over sixty-five increased 34 per- 
cent.” 


Fisher Is Made President 


New Head of the Association of 
Superintendents of the Provinces of 
Canada. 











A. E. Fisher, superintendent of insur- 
ance of Saskatchewan, was elected 
president of the Association of Superin- 
tendents of Insurance of the Provinces 
of Canada at its annual meeting in 
Toronto. Charles Heath, Manitoba 
superintendent, is the retiring president. 
H. D. McNairn of Ontario was re- 
elected secretary and treasurer. W. J. 
Major, attorney-general of Manitoba, 
was named honorary president. 

H. G. Garrett of British Columbia 
was chosen vice-president. The 1938 
convention will be held in Vancouver. 

So far as life insurance was concerned, 
the discussion by the superintendents 
was confined largely to group insurance, 
various classes of which were explained. 
It was decided that some regulations 
were desirable. The Canadian Life In- 
surance Officers Association appointed 
a committee to consider the problems of 
group insurance. The committee sug- 
gested that the regulations existing 
in New York be subscribed to ‘by the 
companies in Canada. The life insur- 
ance committee of the superintendents 
will consider the conditions pertaining 
to group insurance and will report to the 
next conference what legislation if any 
is necessary. 

Name Special Committee 


Lafrance, Quebec superin- 
tendent, and E. B. MacLatchy of New 
Brunswick were appointed a_ special 
standing committee on regulation of life 
agents and instructed to report to the 
1938 conference on recommendations 
dealing with the evils of trafficking, 
twisting and rebating. Another recom- 
mendation asked that no province give 
a license to any agent when another 
province has suspended or revoked his 
license. 

The superintendents decided to recom- 
mend no legislation this year in seek- 
ing uniformity of group life insurance, 
although they felt that a measure of 
uniformity was desirable. They noted 
that a committee of the Canadian Life 
Insurance Officers Association was in- 
vestigating the same subject. 


Georges 





Valuable Book Is Out 

The McGraw-Hill Company is issuing 
a book, “Controlling Your Personal 
Finances,’ by David F. Owens. It is 
sold at $2.75 by THe NationAL UNDER- 
WRITER. Mr. Owens is professor of finance 
at Drake University. The book dis- 
cusses the general aspect of financial 
planning, the factors to be watched and 
contingencies provided for in any pro- 


is concerned with the important topics 
of insurance, investments and specula- 
tion, home ownership, wills and trust 
agreements. There are two chapters de- 
voted to planning life insurance estates. 





First Vice-president of Dixie 
LITTLE ROCK, ARK.—Announce- 
ment is made of the election of C. E. 
Sullenger of Osceola, attorney, as first 
vice-president of the Dixie Life & Acci- 
dent. He has served for a number of 
years as legal representative of the Jef- 
ferson Standard Life. 





Rules on Burial Concerns 


Attorney-general Carmichael of Ala- 
bama ruled that out-of-state burial com- 
panies which perform burial services in 
Alabama are subject to statutory provi- 
sions governing their business, even 
though they secure the application and 
receive premiums in another state from 
an Alabama policyholder. The ruling 
was asked by Superintendent Julian. 





REJECTED RISKS 





“Heat Prostration Held to Be Ac- 
cidental Death by the Court” was the 
headline over the decision of the Wis- 
consin supreme court rendered on one 
of the coldest days of the winter. 


Both ends of the compass—H. W. 
South has joined the T. T. North Ad- 
justment Company in Chicago. 


“The man who “invented the phrase 
that the test of a good rule is one’s 
ability to break it, would be rated sub- 
standard ‘Z’ by the underwriting depart- 
ment.”—Jerome Clark, Union Central. 


Badly needed—new expression, par- 
ticularly by life insurance people, to ex- 
press approbation other than: “He’s 
doing a swell job.” 
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THE WEEK IN INSURANCE 





National Fraternal Congress meets in 
Columbus. Pagel 


* * * 

Aetna Life held its annual agency 

meting at Colorado Springs this week. 
Pagel 
* kK * 

Retrospective glance at the Denver 
convention of the National Association of 
Life Underwriters. rages Page 2 

* 


A. IE. Fisher, insurance superintendent 
of Saskatchewan, becomes president of 
the Association of Superintendents of In- 
surance of the Provinces of Canada. 

Page 9 
* * * 

Vincent B. Coffin becomes second vice- 

president of the Connecticut Mutual Life. 
Page 3 
* * * 


Legislative committee of New York 
is appointed to codify the insurance laws 
of the state. Page 14 

* * x 


Extreme care will be used in future 
purchases of municipal bonds, Colonel 
Robbins of A. L. C. tells fraternalists. 

Page 4 
* *K x 

President G. S. Nollen will be closing 
speaker at annual Sales Research Bu- 
reau-Agency Officers Association. 

Page 2 
* * x 


Controversy over taxability of annuity 
considerations as premiums may be 





settled by seeking statutes specifically 
exempting them. Page 15 
xk * 

Real estate expert predicts demand 
for 5,000,000 new houses by 1952, with 
consequent increased need of mortgage 
financing. Page 9 

* * x 

Independent union of industrial agents 

holds first annual meeting. Page 18 
* * x 

Juvenile insured outnumbering adults 
is envisaged by National Fraternal Con- 
gress committee. * Page 3 

* 


Fraternal field managers hold session 
at National Fraternal Congress conven- 
tion. Page 6 

* * * 


President A. B. Wood of Sun Life of 
Canada tells of company’s business and 
investment ie ie . Page 17 


Staggering complications involved if 
commission-paid agents are employes 
under social security reported to be gen- 
erating definite sentiment at internal 
revenue bureau for exemption amend- 
ment. Page 3 

*x* * Xx 


Program of meeting of Legal Section, 
American Life Convention, is announced. 
Page 10 

* * * 
Life Insurance Week Awards are an- 
nounced. Page 8 











Juvenile Policies 
in Three 
Attractive Forms 


XTENDING State Life Service to children, 

4 ages one day to nine years, State Life Juvenile 
policies are offered in three forms . . . Twenty 
Payment Life offers protection at low rate ... 
Twenty Year Endowment provides savings-with- 
protection .. . Endowment at Age 18 assures edu- 
cational funds . . . “Applicant Insurance” on life 
of parent provides for completion of plan in event 
of death or total and permanent disability of adult 
applicant . . . State Life “Juveniles’ 
plete service, splendid approach to parents, and 
open way to Apps for varied needs .. . Agency 
Opportunities for those qualified. 


” afford com- 
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Research Committee Will 
Make Valuable Report 
at Advertisers’ Meeting 





That the informational material about 
life insurance which is demanded by the 
public is far different from what the 
companies are furnishing, and that the 
future educational work will require in- 

















K. R. MILLER 


stitutional support as well as the assist- 
ance of the companies individually, are 
major points which will be brought out 
by the advertising research committee’s 
report at the annual meeting of the 
Life Advertisers Association at Old 
Point Comfort on Sept. 22, according to 
K. R. Miller, consultant of the Life In- 
surance Sales Research Bureau and 
chairman of this committee. 

The findings of the committee on ad- 
vertising research are based on a study 
of two surveys. The first is that made 
of all types of current life company ad- 
vertising designed to reach the public, 
including national magazine and news- 
paper advertising, sales folders, leaflets, 
annual statement reports, premium 
notice enclosures, and conservation lit- 
erature. The purpose of this analysis, 
made by the research committee itself, 
was to determine what kind of an ap- 
proach to life insurance the companies 
are now presenting for the education 
and information of the public. 

The second survey is that recently 
made on a national scale by “Good 
Housekeeping Magazine” to determine 
the interest of its readers in life in- 
surance and the nature of the informa- 
tion they would like to have about this 
subject. 


First Beneficiary’s Rights Not 
Impaired by Rate Change 





The substitution of one certificate for 
another by a fraternal society in the 
course of a rate change program does 
not impair the rights of the original 
beneficiary who had vested rights to the 
policy proceeds. The case was Loco- 
motive Engineers Mutual Life & Acci- 
dent vs. Locke, et al., decided by N. Y. 
appellate division, fourth department. 

The assured and his wife, the original 
beneficiary, separated and the separation 
agreement provided that the husband 
would at all times thereafter maintain 
the insurance in full force in favor of 
the wife. 

Later the constitution and by-laws of 
the Locomotive society were amended 
ta accomplish a rate increase. All mem- 
bers were required to surrender their 
certificates in exchange for new ones. 
The assured in this case stated he 
would accept a new certificate in the 
event the beneficiary were changed. 
That was done. 





The New York appellate division, 





Legal Section Program fee 
A. L. C. Annual Gathering 





Notable Speakers Will Appear 
Before the Attorneys at Their 
Meeting in Chicago Oct. 11-12 





Broad aspects of life insurance in its 
relationship to the public will be con. 
sidered at the annual meeting of the 
Legal Section of the American Life 
Convention, to be held in the Edgewater 
Beach Hotel Chicago Oct. 11-12. 

Former Dean John H. Wigmore of 
the Northwestern University School of 
Law will give one of the principal pa- 
pers, leading off Monday with a discus- 
sion of “Presumption of Death.” He is 
internationally known as an outstanding 
law authority and besides his educa- 
tional work has led a very active life 
in legal organizations, local and national, 
working for greater law uniformity and 
clarity. 

F. J. Wright, vice-president and 
counsel of Midland Mutual Life, Colum- 
bus, O., chairman of the Legal Section, 
will preside, assisted by R. A. Adams, 
general counsel of the American United 
Life of Indianapolis, the secretary. 


Judge Dawson Will Speak 


Charles I. Dawson, chairman of the 
baord and general counsel of the Ken- 
tucky Home Mutual Life, Louisville, a 
former federal district judge, will be 
the second speaker on the program, his 
subject being, “Relationship Between 
Insurer, Employer and Employe in 
Group Insurance.” J. H. Cabaniss, gen- 
eral counsel Protective Life of Birming- 
ham, is to read a paper on “Life lnsur- 
ance and Interstate Commerce.” He 
will be followed by E. F. Morris, asso- 
ciate counsel of the Midland Mutual 
Life, Columbus, O., whose subject will 
be, “Equity Jurisdiction to Cancel Tatal 
and Permanent Disability Provisions.” 

Alex W. Parker, counsel Atlantic Life, 
Richmond, Va., the fifth speaker, has 
not yet announced the title of his ad- 
dress. M. E. Benson, attorney of the 
American Life Convention, will give his 
annual “Review of Recent Decisions,” 
and A. H. Kastner, associate counsel, 
will deliver his annual “Review of Legis- 
lation and Departmental Action—1937.” 
There will be a luncheon the first day 
with a speaker and subject to be an- 
nounced later. 


Round Table Discussion 


A round-table discussion of the Okla- 
homa escheat situation and developments 
will be a, feature of the meeting. The 
escheat bill in the legislature of that 
state caused life companies much con- 
cern. Before passage, it was modified 
so that it was not nearly so stringent 
and confiscatory as originally drafted, 
nor as onerous as the old law which 
has been a recent source of irritation, 
although deemed by many to be invalid. 
A schedule of penalties has been worked 
out for corporate holding over of farm 
property beyond the inhibited period. 
Unfortunately differences of opinion are 
already arising’ as between some few 
county attorneys and the attorney gen- 
eral as to the scope and application of 
the act. This round-table discussion, 
therefore, probably will draw a large 
attendance, not only of Legal Section 
members but of others attending the 
general sessions. 








fourth department, held that the sep- 
aration agreement was sufficient in law 
to vest in the original beneficiary the 
right to the insurance represented by 
the original certificate. The insurance 
represented by the new certificate was 
nat new insurance. The rights of the 
assured and those of the original bene- 
ficiary were not cut off by surrender ot 
the original certificate and the substitu- 





tion of the new one. 
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Visions Fraternals’ 
Juvenile Insured 


_ 


Exceeding Adults — 


N. F. C. Committee Urges 
Greater Use of Term to 
Age 16 











COLUMBUS, O.—Continuance of 
the present trend in juvenile insurance 
among fraternal would even- 
tually result in more juniors being writ- 
ten than adults, according to the com- 
mittee report on junior development sub- 
mitted by Louisa Minor, chairman. 
Among societies writing this type of cov- 
erage, 38 percent of all members writ- 
ten last year were juveniles. 

“It can truly be said that the increase 
in junior membership over the last 20 
years constitutes not only one of the 
most remarkable developments in fra- 
ternal societies but also in the field of 
life insurance in general,” the report 
states. “It has grown so rapidly in so 
short a period that what was formerly 
an insignificant department of the soci- 
eties is now one of their major interests. 
Problems have arisen in connection with 
juniors which are rapidly becoming one 
of the chief concerns of the executives 
charged with the responsibilities of guid- 
ing the destinies of the fraternal system. 
Not the least important among these 
problems is that of juniors who have 
attained the age of adult membership 
eligibility but who have not transferred 
to the adult department.” 


societies 


Good Transfer Records 


The committee’s report shows that, 
while some societies writing juvenile in- 
surance transier annually from 8 to 13 
percent of the junior membership, many 
more fail to make any such favorable 
showing. 

The committee’s report states that “it 
would seem obvious that any society 
which is transferring 1 or 2 percent of 
its juvenile membership each year to 
the adult department is not taking full 
advantage of one of its most valuable 
resources.’ Assuming an average age 
distribution, a society should transfer 6 
percent to 7 percent of its junior mem- 
bership each year, depending on the 
number eligible for transfer, the report 
points out. 


Needs Closer Analysis 


“There is need for a closer analysis 
of the facts, especially with regard to 
the plans of protection issued,” the re- 
port continues. “If a society issues term 
to age 16 protection only, obviously the 
problem of transferring at age 16 is 
totally different from the society that 
issues no term protection. This is fur- 
ther brought out by the fact that at 
least three out of the four societies listed 
as having a ratio of 1 percent (of juve- 
nile membership transferred to adult 
membership) are societies writing little, 
if any, term insurance on their juvenile 
members.” 

The report urges the extension of the 
use of term to 16 as a means of increas- 
ing the ratio of juniors transferred to 
adult membership. The report goes 
into the need of amending a number of 
State laws limiting the maximum death 
benefits on juvenile insurance. Also it 
is desired to permit the writing of chil- 
dren of non-members. There is no 
longer any excuse for limiting child 
msurance in the fraternal societies to the 
children of members and there is need 
or amending the law of some states 
which still cling to the old law, the 
Teport declares. The report calls atten- 
tion to the improvement in fraternal 
Juvenile mortality as compared with that 








Declares No Award Is 
Made in Essay Contest 





Roger B. Hull, secretary National Life 
Underwriters Association, states that no 
award has been made in the national es- 
say contest in connection with Life In- 
surance Week. This essay contest was 
open to high school people. It was an- 
nounced fron: St. Paul that the first 
prize had gone to Claude Zagaria of that 
city, who graduated from high school 
last June and with the $200 would be 
able to take the civil engineering course 
at the University of Minnesota. Mr. Hull 
says that the essays are all in his office, 
no decision has been made and nothing 
has been announced. 


MISTAKE IS MADE 


ST. PAUL—Claude Zagaria, St. Paul 
high school graduate, probably will not 
get to college this fall after all. After 
being advised that he had been awarded 
first prize in the Life Insurance Week 
essay contest, it appears a mistake has 
been made. 

It happened this way: A member of 
the St. Paul Life Underwriters Associa- 
tion who took an active part in the local 
essay contest found on his desk not long 
aga a copy of Claude’s essay with the 
notation on it, “First prize.” 

He jumped to the conclusion that this 
meant first prize in the national contest 
and immediately telephoned one of the 
judges in the local contest, who in turn 
notified St. Paul newspapers that the 
St. Paul lad won out over all contest- 
ants in the country. Claude’s picture was 
run in one of the St. Paul papers with 
a sketch about him and his ambition to 
go to college this fall. 

Now it appears that the notation “First 
prize” referred only to the St. Paul con- 
test, not to the national one, and that is 
how it happened that the item got into 
the insurance papers of the country. 
The National association has made no 
award. 








of the standard industrial or United 
States life table. 

W. T. Eldridge, A. O. U. W. of 
Massachusetts, blanks committee, re- 
ported that the adult and juvenile de- 
partment statements would be combined 
on the fraternal convention blank, one 
column headed juvenile being incorpo- 
rated in adult statement. Use of word 
“assessment” on canvention form could 
not be eliminated in favor of “payment” 
or “contribution” because of statutory 
law in about 10 states. The committee 
recommended that societies work in 
their respective states for legislation 
eliminating use of word “assessment” in 
those state laws. 


New World Life Agents in 
British Columbia Meeting 


SEATTLE—About 100 attended the 
annual agency convention of New 
World Life at Harrison Hot Springs in 
British Columbia. The head office dele- 
gation consisted of President John J. 
Cadigan, Vice-president John W. Cadi- 
gan, Vice-president and Treasurer E. J. 
O’Shea, Actuary C. Burton Russell. A 
15 percent increase in sales and an in- 
crease in insurance in force was re- 
ported. The importance of quality busi- 
ness and persistency was emphasized. 

The first afternoon was devoted to a 
managers’ business session. 

Vice-president J. W. Cadigan, super- 
intendent of agencies, opened the second 
day’s session with a talk on “Let’s Look 
at the Picture.” J. J. Parkinson, con- 
servation manager, gave an address. E. 
J. O’Shea, vice-president and treasurer, 
discussed “Conserving the Policyhold- 
er’s Dollar,” and Mr. Cadigan gave com- 
ments on the morning session. In the 








afternoon, Vice-president Cadigan and 
Edward Base, assistant secretary, spoke, 
the latter on 


“How to Get Action.” 


Agents and managers also took part in 
the program. 

The third day, Burt Babcock, agency 
secretary, talked on “How Do You Do 
It?” Commissioner Sullivan of Wash- 
ington was on the program. R. C. Bur- 
ton, secretary-actuary, discussed “Social 
Security Through Life Insurance,” and 
President John J. Cadigan spoke on 
“Past, Present and Future.’ Vice-presi- 
dent John W. Cadigan closed on “More 
About the Future.” 


MacDonald Made Manager 


BENTON HARBOR, MICH.—P. 
W. MacDonald, who has been manager 
of the claims department of the Her- 
cules Life in Chicago, has been ap- 
pointed maanger for the Hercules Life 
and the Allstate and Allstate Fire for 
the Twin Cities districts of Michigan. 
They are the Sears, Roebuck & Co. 
companies. 





Portland C. L. U. Elects 


PORTLAND, ORE.—At the recent 
meeting of Portland C. L. U. chapter, 
Mrs. Clara W. Woodruff, Mutual Benefit 
Life, was elected president succeeding 
Freeman Essex of the Northwestern 
Mutual. Mrs. Woodruff is the only 
woman in the city to hold the C. L. U. 
degree. Stanley D. Chapin, Mutual Life 





of New York, elected 


treasurer. 


was secretary- 





Easton Named Investigator 


H. K. Easton, formerly state senator 
from Omaha, has been named special 
investigator for the Nebraska depart- 
ment by Director Smrha. Not until 
this year has the department had suffi- 
cient funds to enable it to keep a man 
in the field to investigate complaints 
against agents’ practices. 





Rules Group Premiums Taxable 


LOUISVILLE—Group insurance 
premiums paid by employes of Kentucky 
firms are taxable regardless of where 
the master contract originated, Assistant 
Attorney-General Funk ruled. Such pre- 
miums are taxable even though they 
are paid direct to the home office and not 
to a Kentucky agency. 





Col. C. B. Robbins, manager and gen- 
eral counsel of the American Life Con- 
vention, who attended the National Fra- 
ternal Cangress meeting in Columbus, 
O., this week, was the guest of honor at 
a luncheon Tuesday tendered by the life 
company executives of the city. Claris 
Adams, president Ohio State Life, who 
formerly held the position occupied by 
Col. Robbins, presided. 
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“A Buyers’ Market” 


Supposing such a thing as ‘“‘a buyers’ market”’ in the Life Insurance 


business, it would be made to order for The Great-West Life. 


This 


company’s contracts are diversified to give every section and every 
individual of the insuring public the specialized service desired. 
“A policy for every person and purpose” is its fact-based motto, 
which goes far to explain why the branch and agency organization 


of this company is expanding. 
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GREAT-WEST LIFE ASSURANCE COMPANY 


WINNIPEG, CANADA 


$150,005,674 
$575,844,591 
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Premier Coterie of Salesmen 


THERE is no group of life insurance 
men that has such an imperial distinction 
as the MiLLion DoLLar Rounp TABLE of 
the NationaL ASSOCIATION OF LIFE 
Unperwriters. To be in the millionaire 
writing class gives one the opportunity to 
wear the badge of royalty, so to speak, in 
life insurance. It is a decoration supremely 
to be desired. The millionaire writer must 
show his credentials and justify his claim 
before he is admitted to this select coterie. 
When one becomes a member of the Miz- 
LION DoLtLtar Rounpd Tas_e, immediately 


he is pointed out as a man who _ has 


Agents and Larger Policies 


Preswent A. A, RyDGREN of the ConTI- 
NENTAL AMERICAN LIFE of Wilmington, 
Del., in explaining the higher average size 
of its policies the first part of the year 
than most companies, among other things 
makes a rather significant statement and 
one to which we can all give heed. He 
said for instance that there is something 
more than placing at the disposal of a field 
force policy equipment conducive to mak- 
ing sales for a larger average amount. He 
declares a company should conscientiously 


Capitalizing on Real News 


A. R. Jagua of Cincinnati, associate 
editor of the “Diamond Life Bulletins,” in 
a recent contribution to THE NATIONAL 
UNDERWRITER makes some practical sug- 
gestions as to how companies can capitalize 
on developments in their organization, 
worth while constructive publicity and in- 
teresting news. Mr. Jagua undoubtedly 
realizes that many companies do not real- 
ize the value of constructive publicity and 
we mean by “constructive” that which is 
not artificial, forced or embracing a mere 
confectionery write up of an institution or 
an official. 


Value of Agency Schools 


MANy companies are finding it to their 
advantage to have agency schools to train 
men along the line that they definitely de- 
sire them to travel. Each company has 
its special features, its sales equipment, its 
arguments and individual factors that give 
the company personality. In the line of 


Agency Cashiers Association 


Tue Lire AGency CAsuters Assocra- 
TION has been organized at San Francisco 
and it will deal with the duties and prob- 
lems before these very important em- 
The agency cashier is an ex- 
ceedingly useful.and valuable person. He 


ployes. 


achieved the greatest success in life insur- 
ance production. It makes him a super- 
salesman because no one could write a 
million dollars during a year unless he 
was resourceful, energetic, industrious, 
tactful and service giving. To produce a 
million dollars a year means that an agent 
must have valuable contacts and certainly 
he has the confidence cf those with whom 
he talks. He has the ability to see with 
the prospect’s eye and his program and 
arguments are presented therefore in a very 
intimate way. He is a millionaire, not 
by inheritance, but by his own efforts. 


and consciously strive to acquire a sales 
force which can make the greatest use of 
this kind of equipment. Mr. RypGren 
makes the point that there must be a defi- 
nite effort directed toward selecting the 
proper type of a field force over a period 
of years if there is to be an improvement 
in size of policies. As time goes on we 
all realize that undoubtedly there will be 
less agents appointed but they will be of 
far better quality and ability. It is a con- 
dition to be devoutly hoped for. 


The public relations side of life insur- 
ance perhaps has been minimized. At every 
home office there are opportunities to cre- 
ate good will through not only the trade 
press but the secular publications. In or- 
der to take advantage of this publicity some 
genius who has a nose for news, who is 
alert to the value of taking advantage of 
legitimate events can do his organization a 
vast amount of good. Men in the field 
will find a very happy response to building 
up their company in their communities and 
having it publicized in the right kind of 
way. 


getting better agents and giving them 
proper training, more schooling is neces- 
sary before a man gets into the field. Com- 
panies that have these schools, even if 
they are of comparatively short duration, 
are gratified with the results. We an- 
ticipate more schools in the future. 


comes in contact with policyholders as 
they call at the office. He can do much 
to straighten out snarls and misunder- 
standings. He should be well informed 
and should know how to deal with the 


thorough knowledge of his company’s 
contracts and practices. In every way 
he should be a diplomat. 

There is much to be gained through 
an organization of this character. The 
cashiers are intensely practical. They 


PRESIDENT Guy W. Cox of the JOHN 
Hancock Murtwat, who is making himself 
a real force in his company and whose 
public utterances have been listened to 
with great interest, makes the statement 
which is not new but which he emphasizes, 
that the real test of company progress is 
the answer to the question, “How is your 
insurance in force increasing?” 

President Cox realizes, as do other well 








are of great value to an agency aside 
from the detail machinery over whic) 
they have control. There are numcroyg 
women cashiers who are immensely ya}. 
uable in their work. Their influence oy 
agents and assured is great. 


Measure of Company Progress 


qualified executives, that this measures the 
persistency of business and it has to do 
also with the quality of new business. The 
genuine success of a company does rest 
very much on the increase of its insurance 
in force because that indicates the kind of 
business it is securing, how it is written, 
the sort of agents that it possesses and 
the type of policyholders that it manages 
to secure. 








PERSONAL SIDE OF BUSINESS 





G. A. Sattem, newly appointed super- 
intendent of agencies Mutual Life of 
New York, was honored at a party in 
St. Paul, where he has been general 
agent. He will leave soon for his new 
post in New York. The party was given 
by the St. Paul General Agents & Man- 
agers Club, in which he has been active 
for eight years and is past president. 
The afternoon was devoted to golf and a 
dinner was given at which S. D. Krue- 
ger, president, presided. 





M. J. Cleary, president of the North- 
western Mutual Life, is one of the prom- 
inent Milwaukeeans appointed to the 
Wisconsin unit of the national advisory 
committee to the 1939 New York World 
Fair by Grover Whalen, president of the 
fair commission. 





Mrs. Elizabeth Weston, 79, widow oi 
the late H. S. Weston, who for ten years 
was president Lamar Life, died recently 
in Jackson, Miss., at the home of her 
daughter. Because of her serious illness, 
Dr. J. O. Segura, vice-president and 
agency director Lamar Life, was unable 
to attend the annual agents convention 
at Biloxi. 


Mr. and Mrs. Garfield W. Brown, 
Evanston, IIl., will give a bridal dinner 
at the St. Paul Athletic Club Sept. 14 
for their son, Phillip Brown, and Miss 
Elizabeth Greer, Minneapolis, who are 
to be married Sept. 16. Garfield Brown 
is former Minnesota commissioner, now 
an insurance attorney in Chicago. 


T. M. Lucas, loan official for the 
Southwestern Life at Dallas, and his 
wife, sister of W. R. Ellis, Dallas local 
agent, were badly injured when a tire 
blew out and their car was wrecked near 
Amarillo, Tex. Mr. Lucas suffered a 
broken vertebra in the neck. Mrs. 
Lucas sustained several broken bones. 











John Newton Russell of Los Angeles, 
who established the home office agency 
of Pacific Mutual Life many years aga 
and who retired from its active service 
in 1931, assumed charge as manager 
pro tem of the agency during the ab- 
sence of his son, John Henry Russell, 
manager, on his vacation airplane tour 
of South America. John Newton Rus- 
sell launched a production contest for 





human element. He should have a 





August of “Oldtimers’ vs. “New- 


comers,” which has resulted in a sub- 
stantial increase in production of new 
business. On Aug. 25 the total volume 
of new insurance produced for the 
month exceeded the record of any pre- 
vious month of this year with the ex- 
ception of May. 


John Henry Russell flew over the 
Andes, visiting Guatemala, Valparaiso, 
Santiago, Buenos’ Aires, Ria de 


Janeiro, Belem, Port of Spain and other 
points oi interest on his trip. 





Insurance Director Ernest Palmer of 
Illinois returned to his office Monday of 
this week in Springfield, Iil., having 
completely recovered from his operation 
for appendicitis some weeks ago. He has 
been recuperating at Cuernavaca, Mex- 
ico, at the home of President Alfred 
MacArthur of the Central Life of Chi- 
cago. Mrs. Palmer —* him 
there. He seems now in fine shape. 





In commemoration of Claris Adams’ 
first anniversary as president of the Ohio 
State Life, the field force Sept. 1 started 
a two months’ campaign. The winning 
agency will be presented the ‘President's 
Victory Trophy” and suitable honors 
also will be awarded leading agents. The 
campaign is being managed by a com- 


mittee composed of L. A. High, Co- 
lumbus;: Carl Adams, Cleveland; J. C. 
McFarland, Cincinnati, and E. G., Sie- 


fert, Marion, O. 





John Dingle, one of the two Chicago 
general agents of the Massachusetts Mu- 
tual, went to meet Mrs. Dingle, who has 
been visiting relatives at Frankfort, Del. 
The Dingles were to spend a few days 
at Rehoboth Beach and were to return 
the end of this week. 


George Pick, Chicago investment 
banker, who some years ago was gen- 
eral agent of the Mutual Benefit Life in 
Chicago, and died Aug. 2 in Paris while 
traveling with his wife, left an estate 
valued at $1,500,000. At one time he was 
the star personal producer of the North- 
western Mutual Life. 








Edward P. Tice of the Tice & Jeffers 
Agency, Midland Mutual Life, Colum- 
bus, Ohio, is enjoying a six weeks’ tour 
of England, France and other European 
countries. He is accompanied by his 
son, Edward P. Tice, Jr., who next year 
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— 


will graduate from the Wharton School 
of Finance, University of Pennsylvania. 
He expects to go in business with his 
father. The Tices will sail for home 
from Cherbourg, France, Sept. 10. 





Raymond B. Alberson, 61, vice-presi- 
dent and general counsel of the Bankers 
Life of Des Moines, died after several 
months’ illness. Mr. Alberson joined the 
Bankers Life as associate counsel in 
1919. He was named general counsel 
in 1928. He was appointed a vice-presi- 
dent in 1934. 

He was born in Washington, Iowa, 
Oct. 13, 1875. He attended the Uni- 
versity of Iowa and the University of 
Michigan, where he was graduated with 
the degiee of bachelor of laws. In 1900 
he joined the law firm of Bowen & 
Brockett at Des Moines. He served as 
assistant city solicitor of Des Moines and 
as claims attorney for the Des Moines 
City Railway Company. 

Before becoming counsel for Bankers 
Life, Mr. Alberson was district attorney 
for the Minneapolis & St. Louis Railway 
and in 1919 became its general counsel. 

Funeral services for Mr. Alberson 
were held Monday. 





A. L. Sullenger of Eureka, Cal., com- 
pleted 624 weeks—or 12 full years—of 
consecutive weekly production as an 
agent for the State Life of Indiana. He 
has been an agent since 1920. 

C. W. Stillson, general agent of the 
Midland Mutual Life at Youngstown, 
for the past 26 years, has been on an 
automobile trip to California, accom- 
panied ‘by his wife and son, Dean. On 
his way west he attended the National 
convention at Denver. 





Emry C. Green, president of the Pilot 
Life of Greensboro, N. has been 
notified of his appointment as a member 
of the North Carolina unit of the na- 
tional advisory committee of the New 
York World’s Fair of 1939. The unit 
is comprised of prominent representa- 
tives of the legislative, civic, commercial 
- professional groups of North Caro- 
ina, 





_L. T. Miller, manager of the agency 
finance section for the Equitable Life 
of Iowa, is on a combined business and 
pleasure visit to southern California. 
Mr. Miller will make his headquarters 
at the Los Angeles agency, Russell L. 
Hoghe, manager, and cover the Pacific 
Coast agencies. 





Stephen Matyas, general agent Ohio 
State Life, Hazleton, Pa., has just com- 
pleted 400 weeks’ weekly production. 
The only weeks he missed since he 
jomed the staff were when he was ill 
or on vacation. 


Word from Portland, Me., is that 
L. F. Paret, general agent Provident 
Mutual in Camden, N. J., and Phila- 
delphia, is rapidly recovering from an 
emergency appendicitis operation. The 
outing of the agency force at the Paret 
Camp in Maine was called off due to 
his illness. He has been connected with 
the company more than 40 years. 





M. E. Bacon, agent of the New York 
Life at Jacksonville, Fla., connected with 
that company for 32 years, has written 
a book entitled, “Thirty Years With 
Dotted Lines,” dealing with his selling 
experience. Mr. Bacon derived the idea 
from the address which he made at the 
annual convention of the National As- 
sociation of Life Underwriters in 1936. 
He received many requests to make the 
address, speaking at Atlanta, Chatta- 
nooga, Washington, D. C., and else- 
Where, and finally decided to set down 
his talk in more permanent form. Mr. 

acon, it is said, plans to retire in about 
a year. He is chairman of the Tax Re- 
vision League in Florida and known to 
many radio listeners. 





E. H. Hix, Jackson, Miss., 
agent, Mutual Benefit Life, has been 
appointed roll call chairman for the 
Inds county chapter of the American 
ed Cross in Jackson. 


general 








COMPANIES 








E. P. Arnautou Is Advanced 
By the Metropolitan Life 





Emile P. Arnautou, since 1934 man- 
ager of the Huntington Park, Los An- 
geles, district of the Metropolitan Life, 
has been appointed assistant superin- 
tendent of agencies effective Sept. 7. He 
will be associated with Freeman D. 
Smith, superintendent of agencies for 
the Canadian territory. 

Mr. Arnautou joined the Metropolitan 
as an agent in the Golden Gate, San 
Francisco, district in 1923. He became 
assistant manager there in 1924 and in 
1928 was transferred to San Francisco, 
as an agent. The following November 
he was made general assistant manager 
in Pacific Coast territory. In 1932 he 
was promoted to managership of the 
Alhambra, Calif., district and in 1934 
put in charge of Huntington Park. 


Pathfinder Life Licensed 


LINCOLN, NEB.—In obedience to 
an order of the district court at Grand 
Island, the state insurance department 
has issued a license to the Pathfinder 
iLife of that city. The department had 
previously refused to renew the com- 
pany’s license because of pending litiga- 
tion that threatened its solvency. The 
company came out from the trial of the 
suit, instituted by a policyholder, with a 
finding of the court that it was solvent 
and entitled to continue business. Larry 
Harlan has resumed his position as 
agency manager and will rebuild a field 
force. The company was formerly the 
A. O. U. W. and has been doing busi- 
ness in the state for 60 years. 








Assistant Agency Directors 


The Gulf States Life of Dallas an- 
nounce the appointment of Joe B. 
Woodward, formerly assistant secretary 
in charge of educational work, as as- 
sistant agency director. He retains the 
title of assistant secretary as well. Since 
going into the field the first of 1937, on 
educational work and assisting the field 
men to plan their works he has made 
a record. 


E. L. Mitchell Advanced 


E. L. Mitchell has been appointed to 
the newly created position of agency 
secretary in the group department of the 
Provident Life & Accident. Mr. Mitchell 
is being appointed in order to give the 
field more prompt assistance in the 
preparation of proposal and sales mate- 
rial. He has an excellent background 
of experience in soliciting employes and 
in working up new business. 








Union Mutual’s New Director 


Edward S. French has been elected a 
director of the Union Mutual Life to fill 
the vacancy occasioned by the recent 
death of ex-Governar W. T. Cobb. He 
will also serve as a member of the fi- 
nance committee. Mr. French is presi- 
dent of the Boston & Maine and Maine 
Central Railroads, director of the Fed- 
eral Reserve Bank and trustee of Dart- 
mouth College. 





To Pay Federal Union Claims 


COLUMBUS, O—All death claims 
against the Federal Union Life, which is 
now in the hands of the Ohio division 
of insurance, will be settled within a 
few days. The settlement of disputed 








UNIT MANAGER WANTED 
Large eastern life insurance company with 
agency office in the Chicago “Loop” has an 
opening for a unit manager. The man we want 
must have proven production record and ability 
to recruit and train men. 


If interested — 
ADDRESS G-27 NATIONAL UNDERWRITER 








claims will then come up for considera- 
tion. 





The All-American Mutual of Richmond, 
Va., headed by State Senator Robert 
Norris of Lively, Va., has been incor- 
porated as a fraternal benefit society. 





Publish Claim “Who’s Who” 


The “Insurance Claim Who’s Who,” 
a publication now in its 13th annual 
edition, giving names and addresses and 
key ratings of 9,000 insurance attor- 
neys in the United States, Canada and 
abroad, is being distributed by James J. 
Manion of Chicago, the publisher. This 
publication gives key ratings covering 


legal and trial ability, character and 
reputation. Mr. Manion states no ef- 


fort or expense is spared in making 
the directory as accurate, reliable and 
useful as possible, and a great many 
carriers find it indispensable in their 
legal work. Mr. Manion formerly until 
three years ago when he purchased the 
“Insurance Claim Who’s Who” and 
revised and put it into its present com- 
prehensive form, was connected with 
the Martindale-Hubbell law directory of 
New York for many years. 





Sales are easy with settlement option 
slide rule. Instructions included. $1.50. 
Order from National Underwriter. 














CHICAGO | 


ZIMMERMAN TO START SCHOOL 


A ten weeks school for brokers is to 
be started Oct. 5 by C. J. Zimmerman, 
one of the Chicago general agents of the 
Connecticut Mutual who recently took 
over the old Chase agency. This will 
be an intensive, time-tested course of 
instruction which Mr. Zimmerman 
helped to develop in the Fraser agency 
at New York and later used again in his 
Connecticut Mutual agency at Newark. 
There will be no charge for the instruc- 
tion. The class will be limited to about 
25. A number of enrollments have been 
received. Instructors will be Mr. Zim- 
merman, W. H. Siegmund, brokerage 
department supervisor, and E. S. Hewitt, 
home office instructor who is being as- 
signed to Mr. Zimmerman as supervisor. 
There will be several special lectures by 
outside authorities. Classes will meet 
Tuesday and Thursday each week from 
4:30 to 6:50 p. m. 








CONTINENTAL CLUB STARTED 


The Continental Club has been organ- 
ized by the superintendents and assist- 
ant superintendents of various home of- 
fice departments of the Continental 








their children. 


business. 





JUVENILE PROSPECTS 


Parents frequently request life 
or endowment 


is easily written and its persist- 
ency is even better than adult 


If your company doesn't issue 
Juvenile write the Agency 
Department for special Juvenile 
Rate Book. Regular first and 
renewal commissions on single 
case brokerage contracts. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CoO. 


Columbus, Ohio 


insurance for 
This business 
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YOU CAN’T WALTZ 
TO “SWING MUSIC” ¢ 


Trying to waltz to swing music is like trying to 
crash an insurance market with policies that are not 
“up to the minute." 





If you are handicapped by lack of salable mer- 
chandise let us tell you about the "in tune with the 
times'' Berkshire Policies. 


—LEADERS— 


V Berkshire Juvenile Insurance 

V Berkshire Family Protection Plan 

V Berkshire Benefactor—{Low Cost, Step Rate] 
V Berkshire Retirement Income Plan 


V Annuities—(Immediate or Retirement) 
“Ask Any Berkshire Agent” 


BERKSHIRE LIFE INSURANCE COMPANY 


Incorporated 1851 


PITTSFIELD, MASS. FRED H. RHODES, President 




















A Good Combination 


A successful old time agent 
recently said to us: “I have 
seen policies I liked just about 
as well as yours; I have seen 
agent’s contracts just about 
as good; but I have never 
before seen them put together 


by one company.” 


BANKERS MUTUAL LIFE Co. 
FREEPORT, ILLINOIS 


Founded in 1907 
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Casualty and Continental Assurance of 
Chicago. This will enable the key men 
in the organization who are not senior 
officials to become acquainted and learn 
something about the various activities. 
It will be social and educational. Armand 
Sommer, head of the accident and health 
underwriting department, is chairman; 
M. D. Wallace, casualty agency secre- 
tary, is first vice-president; W. E. Krafft, 
assistant secretary in charge of surety 
department, second vice-president; Ed I. 
Hooper, auditor and assistant secretary, 
is secretary; M. O. Johnson, economist, 
treasurer. 

At the first regular meeting Mr. Krafft 
explained the surety and fidelity depart- 
ment. The combined organization is 
now quite sizable and through the me- 
dium of this organization the men will 
be in closer touch with the machinery as 
a whole. 





LIFE COMPANY STOCK QUOTATIONS 

H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade Building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life .... 10 -60 29 30% 
Amer. Life, Ala... 5 eisen 4 aes 
Bank. Nat. Life. 10 1.00 38 43 
Build. Life, Ill... 1 ne a 2 
Central Life, Ill. 10 Shand 9 
Cent. States Life 5 sais 2 4 
Columbian Nat..100 4.00 80 90 
Commonw. Life. 10 15 17 19 
Conn, Gen. Life. 10 .80 35 3614 
Cont. Assurance. 10 2.00 35 37 
Cont, Am. Life.. 10 1.20 30 34 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo.. 10 ee 8 Ee 
Girard Life .... 10 40 11 13 
Great Nor. Life.. 10 eats 4 me 
Great South. Life 10 2.50 23 28 
Guar. Life, Ia...100 ease 100 125 
Kan. City Life..100 16.00 450 500 
Life & Cas., Tenn. 2 Sens 15 17 
Eafe Of VA.....65:<: 20 3.00 73 80 
Lincoln National 10 1.20 26% 28 
Mo, State Life... 10 eas 7 2 
Natl. Life & Ac.. 10 1.60 65 75 
New World Life 10 .40 5% 6% 
Northw. National 5 .60 138% 14% 
North Amer. .... 2 me 4% 5% 
Ohio National... 10 é 24 28 
Ohio State Life..100 10.00 225 ae 
Old Life Life... 10 .60 12 14 
Pacific Mutual.. 1 aes 2% 3% 
Pan Amer. Life. 10 .50 18 20 
Peoples Life, Ind. 10 .60 20 ihe 
Philadelphia Life 10 ate 4 5 
Prot. Life, Ala.. 10 .60 14 . 
Prov. Life, N. D. 10 -80 11 A 
Rockford Life .. 10 iets 4 8 
Sun Life, Can...100 pire 680 720 
TTAVCICIB «60.6.6: 100 16.00 480 490 
Union Central... 20 .80 35 2 
Wisconsin Natl.. 10 -50 15 17 








NEW YORK 


INSURANCE CODE COMMITTEE 


The following named have been ap- 
pointed members of the New York 
legislative committee to re-codify the 
insurance laws: ‘Senators Dunnigan, 
O’Brien, Esquirol, Farrell, Garrity and 
Hampton, together with Assemblymen 
Heck, Piper, Reoux, Conway and 
Wright. A grant of $7,500 has been 
allowed to cover expenses. 

Appreciating that no complete revi- 
sion of the insurance statutes has ever 
been made, and that their thorough 
overhauling is highly desirable in order 
to clarify oft times conflicting regula- 
tions and others of an ambiguous 
character, the insurance department de- 
termined upon an extensive revision, 
with the view to bringing them fully up 
to date and in keeping with the vast 
changes in insurance conditions that 
have taken place during the past quar- 
ter of a century. The work started 
nearly two years ago has been con- 
tinuous and has been performed wholly 
by the staff of the department, save for 
the occasional employment of actuarial 
counsel. 

Copies of the proposed revision are 








being printed from time to time, and jt 
is anticipated will be fully completed 
within the next three weeks, when 
copies will be sent all companies oper. 
ating in the state, agents and brokers 
associations and such other persons or 
organizations as may be _ interested, 
Criticisms will be invited of the differ. 
ent provisions and public hearings wij 
be held by the legislative committee, 
acting in conjunction with departmental] 
officials. As a result of the criticisms 
and suggestions, which it is confidently 
felt will be offered, the initial draft of 
the code will be revised and in its final 





form submitted the legislature for 
action. 

MOVEMENT MAKES HEADWAY 
Sixty-four companies, representing 


66%4 percent of the life insurance in 
force and new business done, have 
signed the agency practices agreement, 
it is revealed in a new booklet detailing 
its progress published by the National 
Association of Life Underwriters. The 
pamphlet, “Better Field Representation 
for Legal Reserve Life Insurance,” js 
the fourth in a series of booklets issued 
by the National association. 

Seventy percent of the membership 
of the National association is drawn 
from 64 companies signatory to the 
agreement, the committee’s figures show. 
The statistics bear out the assertion that 
the agency practices agreement is far- 
ther advanced today than at any time 
in its history, and is being looked on 
with increasing favor by the institution 
as a whole. 


U. S. Life Shows Substantial 


Volume and Premium Gains 








NEW YORK—Premiums of _ the 
United States Life for the half-year 
from all types of business show an in- 
crease of 24.4 percent. Income from in- 
terest and rents has increased by 16.6 
percent. The real estate situation in 
particular has been improved as evi- 
denced by the fact that the first six 
months of 1937 show a substantially in- 
creased net income and a creditable op- 
erating gain. Combined capital and un- 
assigned surplus total $564,479. Total 
admitted assets reach a new peak of 
$7,395,982. 

July 31 the company had passed an- 
other “million milestone,” with insur- 
ance of $45,065,976 in force. New pro- 
duction showed a gain of 8.14 percent 
for July and for the first seven months. 

The United States Life has just 
brought out an “independence plan” pol- 
icy designed to enable the young fam- 
ily man to give his family adequate pro- 
tection during the financially critical 
years of early family life at low cost— 
maximum protection per premium dol- 
lar for his limited investment during his 
normal life expectancy. 





Clare Grube Made Supervisor 


Clare Grube has been appointed as 
agency supervisor for the Country Liie 
of Chicago in northern Illinois. He 1s 
well qualified for this particular type 0! 
work having been associated with the 
Indiana Farm Bureau and its insurance 
companies in that capacity for a num- 
ber of years. : 

When he went with the Country Life 
he worked as county supervisor with 
the general agent in McLean county. 
In February of this year he took the 
general agency in Warren county and 
during his short experience there he 
produced sufficient business to pay for 
his annual quota. 





Get a social security slide rule, $1. 
Order from National Underwriter. 


— 





















HAVE YOU AN OPENING IN NEW YORK? 


In a Managerial or Supervisory Position for a C.L.U. with 11 years selling experience in 


New York City. Age 39, Christian, M 
nity to advance with progressive agency or 


. Desire worthwhile position and genuine opportu- 


company. 


ADDRESS G-28 NATIONAL UNDERWRITER 
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LIFE AGENCY CHANGES 





—_” 


Connecticut General Ready 
to Open Wisconsin Branch 





The Connecticut General Life has 
signed a long term lease for 1,400 square 
feet of floor space on the eighth floor of 
the Bankers building in Milwaukee. The 


‘company previously had no headquar- 


ters there and is opening a new branch 
ofice to handle Wisconsin business, hav- 
ing recently been admitted to Wiscon- 
sin, according to reports. The office ar- 
rangements were handled from Hart- 
ford, according to the building manage- 
ment, with occupancy expected later in 
September and formal opening Oct. 1. 
The name of the general agent who will 
be in charge of Wisconsin at Milwaukee 
has not been learned. 





Gifford Leaves Insurance 


John T. Gifford, who has been man- 
ager of the Excelsior Life at Toronto, 
has been appointed to the staff of the 
Dominion Rubber Company as manager 
of the Ontario division. He started with 
Excelsior Life in 1930. 


Football Star Appointed 

John Sisk, ot Milwaukee, college and 
professional football star and one of the 
mainstays of the Chicago Bears’ back- 
field for the last five years, has retired 
from professional football to become dis- 
trict supervisor for eastern Wisconsin 
for the Bankers Life of Iowa with head- 
quarters in the Milwaukee agency. He 
became a part time salesman while a 
student at Marquette University, Mil- 
waukee, where he won All-American 
football rank. Following graduation in 
1932 he went on a full-time basis, except 
during the professional football season. 


Shadd District Manager 


H. C. Shadd, formerly of Sheboygan, 
Wis., has been appointed district man- 
ager for the Equitable Life for Rock, 
Walworth, Racine and Kenosha coun- 
ties. He has opened offices in the 
Schwartz building at Kenosha. The of- 
fice is under E. L. Carson, state man- 
ager at Milwaukee. Mr. Shadd formerly 
was associated with the E. G. MacDon- 
ald district agency at Sheboygan, Wis. 


Chester Goodsell Supervisor 


The J. A. Coffman agency of the Con- 
necticut General Life,Union Trust build- 
ing, Cleveland, announces the appoint- 
ment of C. C. Goodsell as supervisor of 
group life insurance for its territory. 
He succeeds J. V. Whiteside, who has 
been transferred to the company’s 
branch office at 225 Broadway, New 
York City. 








Two Named as Managers 


ST. PETERSBURG, FLA.—Royce 
Goodbread and Harry Cardwell, Jr., 
agents, have been promoted to managers 
of the district comprising Pinellas county 
by the Reliance Life. 


Opens Columbus, O., Branch 


_ The Connecticut General is establish- 
ing a branch office at Columbus, O., ap- 
Pointing Fred Exline, who was formerly 
assistant manager in Chicago, as_ its 
head. Toward the middle of the month 
the new branch and the general agent's 
otices will be moved to the Huntington 
Bank building. C. R. Garvin, who has 
been associated with the company for 
“9 years and general agent since 1931, 
will continue in that capacity. He was 
ormerly with the firm of Garvin & 
€wis, general agents for the Connecti- 
cut General, 





G. M. Rynick Is Appointed 

G. M. Rynick has been appointed 
Seneral agent by the Mutual Trust in 
anew Eastern Ohio agency at St. Clairs- 
He entered the business under his 


ville, 





father at the age of 17, while still in 
school. He sold on a part time basis 
until his graduation from the Univer- 
sity of Pennsylvania, then became a 
full time agent for the Mutual Life of 
New York. 

With that company he became a mem- 
ber of the $250,000 Field Club and one 
of the leaders in number of lives in- 
sured. At the time of his resignation 
he was a district manager. 


Wood Named in Obishome 


. A. Wood, former Arkansas man- 
ager Metropolitan, and until recently 
Oklahoma general agent Aetna Life, will 
head the Oklahoma agency organization 
of the Pyramid Life as general agent, 
it was announced at Little Rock by 
Hugh D. Hart, agency director. His 
son, J. A. Wood, Jr., a recent graduate 
of the University of Oklahoma, will be 
his partner in the general agency at 
Oklahoma City. 


Harris Now Consultant 


WILMINGTON, DEL.—J. E. Har- 
ris, manager Wilmington branch Con- 
tinental American Life since 1934, has 
asked to be relieved of managerial re- 
sponsibilities to devote his time to his 
increasing personal clientele. In order 
to make available to the company his 
counsel and advice on sales questions 
and problems the Continental American 
has appointed his as company sales con- 
sultant. He will be available for con- 
sultations on sales problems, a function 
for which he is well qualified by his long 
and successful experience. 











Jurgensen General Agent 


W. H. Jurgensen of Lincoln, Neb., 
has been named Nebraska general agent 
Illinois Bankers Life and has removed 
to Omaha. He organized and headed 
the Western Union Life of Lincoln, but 
withdrew from it several years ago after 
his election as lieutenant-governor, a po- 
sition he still holds. 


Carr Goes to Omaha 


J. A. Carr, for a number of years, 
Lincoln, Neb., manager Equitable So- 
ciety, has been transferred to Omaha as 
assistant to State Manager F. N. Crox- 
son. He has been succeeded at Lincoln 
by L. V. Greenwood, formerly in charge 
of the Grand Island agency. 








Holcomb, Reisor Named 
Herbert Holcomb and L. E. Reisor, 


for some time connected with the Gen- 
eral American’s Dallas branch, have 
been named associated general agents at 
Dallas, to succeed Ricks Strong, who 
has been appointed Dallas general agent 
John Hancock. Mr. Reisor is widely 
known in the south as a former football 
star. 

They will maintain headquarters at 
409 North Akard street and have super- 
vision over nine counties in the vicinity 
of Dallas. 

Mr. Holcomb was with the Volunteer 
State Life from 1931 to 1934, and with 
the Pan-American Life as Dallas branch 
manager from 1934 to January, 1937, 
when he resigned to join the sales staff 
of the Dallas general agency of the Gen- 
eral American Life. 

Mr. Reisor, who won the nickname 
of “Smack” while playing with the 
Southern Methodist University football 
team, has been with the General Amer- 
ican Life sales organization since 1935. 
Prior to that he was employed by the 
General Exchange. 


Long and Copper Appointed 
NEW YORK—The Manhattan Life 
has appointed two new general agents. 
L. J. Long was named in Syracuse, N. Y. 
He formerly was with the Lincoln Na- 
tional. Mr. Long, a graduate of Syra- 
cuse University, has been in life insur- 
ance work four years, variously as agent, 











agency supervisor and assistant to the 
general agent. Frank Copper, formerly 
with the Continental Assurance, will 
have the territory comprising Franklin, 
Madison, Licking and Knox counties, 
with headquarters at Columbus, O. He 
is a graduate of Ohio State and has been 
in life insurance since 1924. 


Discontinue Birmingham Branch 


BIRMINGHAM — The _ Volunteer 
State Life has discontinued its branch 
office here and henceforth will service 
policyholders in the Birmingham area 
from the home office. Roland Shine 
will continue as general agent. 








Cc. L. Forman has been appointed dis- 
trict agent at Long Beach, Cal., for the 
Lincoln National Life. 


F. J. Hammond, agent for the Shenan- 
doah Life at Sumter, S. C., has been made 
unit manager for Sumter and adjacent 
territory. He has been with the com- 
pany in this territory several years. 

S. B. Watkins has been appointed 
supervisor of group insurance of the 
H. E, Nyhart ageney of the Connecticut 
General at Indianapolis. He succeeds C. 
C. Goodsell who has been transferred to 
Cleveland. 


The Excelsior Life of Canada has ap- 
pointed A. B. Johnston branch manager 
of Toronto No. 2 to succeed J. T. Gifford 
who has resigned to join the Dominion 
Rubber Company. A. H. Speer has been 
appointed Saskatoon manager. 

Lloyd G. Rowell has been appointed 
district manager for Connecticut Gen- 
eral Life at San Bernardino, Cal., in 
charge of Riverside and San Bernardino 





counties. Mr. Rowell was formerly lo- 
cated at Santa Ana, where he repre- 
sented another company and was presi- 
dent of the Orange County Association 
of Life Underwriters. 





May Seek Legislation 
Exempting Annuity 
Considerations From Tax 





NEW YORK—Leaders in the busi- 
ness who have apprehensively watched 
recent court decisions in several states 
holding that the considerations paid for 
annuities are subject to premium tax, 
have now become convinced that the 
proper course is to sponsor legislation 
specifically exempting annuity considera- 
tions from the tax. They are encour- 
aged because such a law was passed in 
Maryland at the recent session. A bill 
to that end was introduced and pre- 
vailed over a _ previously introduced 
measure specifically taxing annuity pre- 
miums. The legislative remedy, it is 
recognized, will be a lengthy one to 
accomplish, but there is the feeling that 
there is little hope for a favorable rul- 
ing from the courts. 

The premium tax laws of most states 
are so worded that the tax-hungry can 
make a pretty hard case to overcome. . 





Use the accident approach and get more 
business. Read Accident & Health Re- 
view, $2 a year for details. 175 W. Jack- 
son, Chicago. 


























* MODERN LIFE INSURANCE SINCE 1845 * 





STATISTIC 


A figure sleuth has discovered that the average length | 
of service of Mutual Benefit men (excluding new 
men) who attended the 1936 Agents’ Convention was 
something over thirteen years. An analysis of the 
“composite man” of this group shows that he began 
his service shortly after the post war depression, made 
“good money” during the boom, had to scratch like the 
dickens for his commissions during the Great Depres- 
sion, and, still working hard, is getting better results 
for his efforts in 1936. His thirteen-year service record 
is at once a tribute to his ability and industry and to 
the Company with which he is associated. 


MUTUAL BENEFIT 
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Managers Wanted 
INDIANA 
ILLINOIS 


Some other territory available. 





An unusual Contract for an Unusual Organizer 


& 
The Company Has: 
Participating and Non-Participating Policies 
Juvenile Insurance 
Disability Benefits 
Sub-Standard Service 
Accident and Health Equipment 


The Quality of the Assets and their Ratio to 
Liabilities makes this one of the Outstanding 
Life Insurance Companies Upon Any Basis of 
Comparison. 


If interested and Qualified for a Real Manager's 
Contract with Real Opportunity, write 


THE OHIO STATE LIFE 


INSURANCE COMPANY 
COLUMBUS, OHIO 
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GUARDIAN 
LIFE 


INSURANCE COMPANY 
OF AMERICA 


NEW YORK CITY 


A MUTUAL COMPANY 
ESTABLISHED {860 
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GUARDIAN OF AMERICAN 
FAMILIES FOR 77 YEARS 





LIFE SALES MEETINGS 





Occidental Clubs Convene 





Qualifiers for Los Conquistadores 
Group Number 129, Substantial In- 
cease Over Last Year 





TROUTDALE - IN-THE-PINES— 
Occidental Life agents qualifying for the 
second annual three-day convention of 
Los Conquistadores club met here this 
week. Membership of 129 marked a sub- 
stantial increase over the charter mem- 
bership last year, notwithstanding much 
higher qualification requirements both in 
paid premiums and second-year persist- 
ency ratios. 

C, E. Cleeton, general agent at Los 
Angeles, is club president for the second 
consecutive year because of having the 
largest paid premium volume in the club 
year. In addition, Mr. Cleeton had a 
100 percent persistency record. 

Eleven other club members went to 
the meeting without a single second-year 
lapse against them. One of these, J. A. 
Gordon of San Francisco, is first vice- 
president of the club by virtue of his 
persistency record and his high premium 
volume. H. M. Leisure, general agent 
at Los Angeles, is second vice-president, 
an honor which goes to the member 
whose first-year premium volume multi- 
plied by second-year persistency record 
yields the largest arbitrary figure. 


Nine from Honolulu 


Biggest single group of qualifiers 
came, as last year, from Occidental’s 
home office agency, which sent 14 mem- 
bers. The Security insurance agency of 
Honolulu was second with nime mem- 
bers, and Canadian agencies tied with 
the Boise branch office for third place 
with seven members each. Of this year’s 
qualifiers 62 are charter members of the 
club who attended its first meeting last 
year at Lake Tahoe. 

Concurrently with the Los  Con- 
quistadores club convention the Leading 
Producers club held its meeting and ini- 
tiation at Troutdale. Most select Occi- 
dental production group, this club re- 
quires its members to produce at least 
$12,000 of paid premiums in the club 
year. New qualifiers this year totaled 
six. Mr. Cleeton also heads this club, 
with Mr. Leisure first vice-president and 
Harry E. Tandy, general agent at Den- 
ver, second vice-president. 

Los Conquistadores club held three 
business and sales sessions the first two 
days of the meeting, leaving the last 
day open to recreation and the final ban- 
quet. The program included both home 
office and field men. Executive staff 
members attending included L. M. Gian- 
nini, president; D. L. Clarke, executive 
vice-president; V. H. Jenkins, vice-presi- 
dent; C. L. DeVries, vice-president; H. 
J. Brace, secretary; F. M. Hope, vice- 
president and actuary; Dr. D. W. Skeel, 
medical director; and I. C. Cunningham, 
assistant vice-president. 


Pittsburgh Agency Meet 

PITTSBURGH. — The Pittsburgh 
agency convention of the State Mutual 
Life was held at Conneaut, in charge 
of G. H. Moore, general agent. 

Besides Mr. Moore, speakers included 
Frank A. Johnston, associate general 
agent; Gearald H. Young, home office, 
field assistant; Louis E. Beck, and Law- 
rence Jackson, special agents; D. W. 
Hooton, assistant general agent, who 
presided at the first day’s session, and 
George W. Stewart of Pittsburgh, a 
— producer of the Penn Mutual 
Ate. 


Hold Convention in Biloxi 


The Interstate Life & Accident’s 1937 
agents convention will be held in Biloxi, 
Miss., Oct. 15-16, instead of Memphis. 
The request for a seacoast convention 
had been made by a large number of 
agents who enjoyed the 1936 meeting 











in Savannah. 
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| Lafayette Life Agents Mee 





Company 38 Percent Ahead for Firy 
Half Year; Real Estate Saly 
Profitable 





Representatives of the Lafayette Life 
at the agency meeting at Lake W awasee, 
Ind., learned that their, company’s pro- 
duction for the first six months is 38 
percent ahead of the same period last 
year, that while its ratio of real estate 
is a little higher than the average oj 
all companies, properties have been 
written down to a very conservative fig- 
ure and that recent real estate sales have 
made a profit of 10 percent to 50 per- 
cent over book value. Gross return on 
all real estate was 8.5 percent with a 
net return of 4.1 percent after paying 
all expenses. 

W. R. Smith, field vice-president, dealt 
with the production side while E. B 
Raub, Jr., general counsel, explained the 
financial statistics in the absence of Pres- 
ident F. L. Alexander, who was ill and 
unable to attend the convention. Presi 
dent Alexander, however, with the aid 
of long distance telephone and a loud 
speaker, conveyed his greetings to the 
banquet gathering. 

J. W. Link, secretary-treasurer, spoke 
on the social security act from the sales 
point of view, saying that persons not 
included under the act now realize, many 
of them for the first time, the importance 
of providing for ultimate ‘retirement from 
their labors. 


Urges Full Data 


Dr. H. J. Laws, medical director, ex- 
plained the desirability of giving full and 
clear information about an assured’s 
occupation and previous illnesses on a 
non-medical form to permit the company 
to act promptly on the application ant 
eliminate the necessity of correspond- 
ence with the agent.. 

Other speakers included Dr. E. L. 
Marshall, vice-president and actuary; 
E. W. Jones, Flint, Mich., leading pro- 
ducer for 1936: R. J. Schleeter. T. R 
Smith, G. W. Wolf, William Nieworth 
and R. G. Yeager, superintendent of 
agencies. 

A. C. Louette, vice-president Peoples 
Life, was toastmaster at the banquet and 
delivered a satire on medical science. 
Others who spoke were W. H. Coleman, 
Carl Holmes, William Fink and Wilbur 
Berkey. 

Field Vice- president Smith announced 
that next year’s convention will be at 
Breezy Point Lodge, Pequot, Minn. 





Pan-American Life Agents 
in 25th Anniversary Meet 





The silver anniversary agents’ con- 
vention of the Pan- American Life held 
in Atlantic City was addressed by Presi- 
dent Crawford H. Ellis and other home 
office officials. Among these were: Dr. 
E. G. Simmons, vice-president and get- 
eral manager; Dr. Marion Souchon, 
vice- president and medical director; C. 
D. Corey, vice-president; E. H. Heglett, 
(ome Messman, assistant manager U. 5. 
agencies; J. B. Trotter, are secre- 
tary; Miss Mary Craig, N. Reuter- 
dahl and H. J. Hughes, field ane 

President Ellis told of the good finan- 
cial condition, healthy increases in as 
sets, paid production and business 
force in seven months of 1937. 


Harry E. McClain Speaks 


T. N. Whitehurst, Beaumont, Tex» 
east Texas manager, president 1936-9! 
Senior Dynamo Club, spoke for club 
members. Dr. Simmons reviewed the 
company’s history of 25 years 

At the banquet President EF llis was 
toastmaster. General Agent H. 
Boone, Panama and Canal Zone, and 
former Commissioner H, E. McClain 
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meee Bere the speakers. Mr. Boone has been 
with the company since it started. Sun Life of Canada Head 


The second day Mr. Messman sounded 

he theme “More Money for You and| Tells Company Progress 

——— How.” IT. M. Simmons, former man- 
Me ager of United States agencies, now 
et q leading personal producer, spoke ex- 














temporaneously. 
r First After adjournment the general agents 
Sales and managers remained to attend a 





breakfast meeting the next morning, Dr. 
Simmons presiding. The persistency 
rating chart was explained by Mr. Mess- 


© Life man and all present pledged consistent 
Wasee, se of the chart 
yse of the chart. The Price Tag 


dks fF Agency Marks Fiftieth Year ; . 
cena: Seldom does one find a profession where the 








7 Home Office Executives on Hand for salary can be adjusted to personal initiative 
ve fig. Celebration by Mutual Benet Life and desire—a profession where one can earn 
5 have Denver Office : : 

as much or as little as one desires. 


ITN on 


vith The golden anniversary of the Mutual 
a 


Benefit Life’s Rocky Mountain agency at Success in any line carries a high price tag 




















Bie Denver was celebrated last week at a z ‘ : t 
dean meeting at Troutdale-in-the-Pines with and, because Life Underwriters may write in 
E. B several home office executives on the their own salary ticket, the price tag for suc- 
"rs program. In its entire 50 years the . x . 
pat BF agency has had only two general agents: cess of the Life Underwriter is high in vision, 
- ‘( G. A. Newkirk, who established it in initiati d k 
Prost 1887, and the present general agent, a. & Ww See Sanvee enna 
. sc W. R. Wilkerson. Speakers at the after- 1 wo 
loud noon program included Oliver Thurman, JASPER, ALTA.—Production of the Aggressive men and women, anxious to im- 
> the vice-president; H. G. Kenagy, superin- | Sun Life of Canada for the first seven : oa 
P tendent of rs cocohsogg hd BES ont months in Canada and the United States prove their salary and who are willing to pay 
Tit. writing executive, 1. VW. Cook, general! showed an increase of about 1734 per- . +g. s . 4 
“> agent, Chicago; A. V. Youngman, pro-| cent as compared with a 6 percent in- the — of the life insurance profession. will 
snot duction manager, De Long agency, New | crease for all companies in Canada and find it pays to be friendly with 
sseey York City; and Miss Lorraine Sinton, | g percent in the United States, President 
tance sales promotion manager Cook agency, | A. B. Wood reported at the agency con- 
from Chicago. , ; ference here. Total expenditures of all 
Speakers at the dinner, at which Mr. | kinds, including policy payments and all 
Wilkerson was toastmaster, were G.| expenses of management, are 4 percent 
Franklin Ream, assistant superintendent | below 1936, the net effect of which is PEOPLES LIFE IN R 
of agencies; and A. Norman Dempsey | that excess of income over expenditures bad 
; = * = Denver rg _ Hye = for the first seven months, which repre- “The Friendly Company” 
anc the beginning of this year had $19,672,- | sent the increase in ledger assets, is $38,- 
red’s 996 insurance in force and paid for $838,- | 734,000 and total assets now exceed FRANKFORT INDIANA 
on a 030 during 1936. $810,000,000. | | | 
patty —— ; The increase of more than 10 percent 
- Continental Gathering Sept. 23 in receipts from interest, dividends and 
ond- in Comte pesenes of Ci rents, as compared with an increase of 
wads agency convention w il be held 5 percent in assets would indicate a mod- 
a a the y aeen ll Mixtel in tis cite Sent erate increase in average rate of interest 
a 93-24. It will be a joint gathering ‘of He total _— a Wood pointed out. 
, R the One-Two-O Club, which consists re vo rey — d : gel orem ld _* 
orth of those that have paid for at least cr, ad a a re an ” 
i é 
‘ of $3,000 in premiums. The Two-Five-O eyond saying that att egg oe 
Chk, those that have geld fox at ieent peacageanyri Poe sgn earnings for the year 
; Premade 
ples $6,000 in premiums, will leave Chicago _ are Seige, ons 
and Sept. 16 and go to Montreal. From | Fixed Return Obligations 
nce, re they will os by. aoe to pra The Sun Life’s new investments are 
nan, ee ee u | now being confined almost entirely to 
Ibur allies Bria rays " bonds, debentures and mortgages. Dur- 
“soe ’ BS al ht , |ing the year the company’s bond ac- 
ced Dingman, Superintendent of Agents W. counts rose by $34,000,000 bringing the 


> at - diel iba 5° enon gg aa total bonds up to $344,000,000. Common 
and Educational Director D. M. FMIpPS. | stock holdings are $250,000,000 and pre- 
3 ferred stocks $17,600,000. Policy loans 

Hold Salt Lake Meeting have dropped by $900,000 and are now 
SALT LAKE CITY—W. T. Grant, $86,400,000. Cash in banks is $30,000,000. 
president Business Men’s Assurance, With world conditions so generally 
was principal speaker at the inter- | unsettled a policy of sound conservatism 
mountain agents convention held here} is_the wise course to follow, said Mr. 











“A for two days. He commented on low | Wood, adding that such a plan is in the 

eh prevailing interest rates and increased | interest of all policyholders and should 

wot tax demands from government. appeal to new applicants for insurance 

mie Commissioner Nelson urged the| as being decidedly in their interest and 

= agents to talk the language of their | 2S well to the field organization. 
Prospects and avoid technical terms. 


Talks were also made by J. C. Higdon, 
. vice-president; T. B. Isaacson, sales su- | 983 as of Dec. 31, 1936, to $15,211 as of 























ett, : ‘ = j ; 
¢ pervisor; H. D. Fife, case worker in the June 30. The _ yer ig in — 
od Utah state prison, and others. W. M.| !8 Over aga ne said. During “4 
d Jones, manager intermountain branch, | tional Negro Insurance Week the 
presided. agents produced $2,000,000. 
FS. ea Speakers at the banquet which in- 
in ee , ; 
; ° e cluded Rev. William H. Peck, president 
. Supreme Liberty Life Convention | of the Booker T. Washington Trade 
mn Supreme Liberty Life of Chicago | Association; Miss Vivian Nash, presi- 
leld its summer conference at Detroit. | dent of Bew Dew Laboratories; M. C. 
A. N. Lake, Detroit manager, was the | Atkins, funeral director of Chicago; Mr. LIFE REINSURANCE EXCLUSIVELY 
host. President H. H. Pace said that | and Mrs. J. E. McCall of the Detroit 
X., the income the first six months was | “Tribune” and Senator C. C. Diggs, who 
37 $519,369 as compared with $462,826 last | referred to the insurance men present 
ub _ The ordinary insurance at the | as the personality men of the race. LAWRENCE M. CATHLES 
he end of the year was $9,733,700, on June RES 
30, $9,986.001 dg y Rison Miss Lotta Moffatt, secretary to’Walter P IDENT 
: Ment Kad ean 5 P T. Shepard, general agent at Los _ An- 
as nent had $23,714,928, and on June 30] geles for ‘the Lincoln National Life, 99 JOHN STREET NEW YORK CITY 
I. 3 i270,284. There was a total gain in broke her collar bone, shoulder blade 
( } aed 9 AEF aoe 4.,,| and both wrists in an automobile acci- 
id po branches of $807,657. The weekly dent. She is making satisfactory re- 
in Oectible debit has grown from $13,- ' covery. ~ 
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Independent Union Elects 


Unaffiliated with C. I. O. or A. F. L., 
Association Chooses Six Officers at 
First Annual Meeting 


The National Association of Industrial 
Insurance Agents, an independent union 
having no.connection with either the 
C I. O. or the A. F. of L., elected 
a board of six national directors at its 
first annual meeting, who in turn elected 
officers from among themselves. Officers 
are Frank Deegan, Baltimore, president; 
E. C. Rothery, Washington, first vice- 
president; W. L. Bristow, Richmond, 
second vice-president; Gordon Louk, 
Washington, third vice-president; J. M 
Downey, Philadelphia, secretary-treas- 


urer; and Horace C. Young, Washing- 
ton, general counsel. 
With the exception of Mr. Young, 


and the addition of A. E. Kaiser, Balti- 
more, the same men constitute the board 
of directors. Except for Mr. Downey 
all the directors are actually engaged as 
industrial insurance agents. Mr. Downey, 
a founder of the association, was form- 
erly assistant administrator in the N. R. 
A. in charge of formation of insurance 
codes. Mr. Young, an attorney, was 
formerly special counsel of the state 
relations division of the N. R. A. 


Stresses Independent Status 


As against industrial agent unions af- 
filiated with the C I. O. or A. F. of L., 
the National Association of. Industrial 
Insurance Agents contends it can serve 
industrial men better on the ground 
that their problems are entirely different 
from those of manual workers, that all 
funds of the association will be used only 
to further the association’s objects, that 
it discourages radical methods such as 
strikes, and encourages peaceful nego- 
tiations and that it does not cause local 
chapters to bargain collectively with their 
respective employers but handles these 
matters from a national standpoint. The 
association’s activities began in Wash- 
ington and it has been spreading out 
from there. 


Series of Misfortunes 


TOLEDO—Misfortunes have multi- 
pled in the Toledo office of the John 
Hancock Mutual Life in the past few 
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days. One agent was killed and two 
others injured in an automobile acci- 
dent Aug. 19, and another employe was 
robbed of $220 in a daylight robbery 
Tuesday. J. F. Mittendorf, an agent, 
died in an auto crash about 20 miles 
southwest of here while he and two 
other agents were on a business trip 
to Napoleon, O. The other agents, also 
injured, were Ralph Downey and George 
Durfee. Sidney Baumann, a collector for 
the district office, was held up by two 
armed men and robbed of the previous 
day’s receipts as he entered his auto- 
mobile in a varage at the rear of his 
home. Charles E. Tobin is district man- 
ager. 


Pee Dee Life in Banquet 


CONWAY, S. C.—J. K. Dorman, 
president Pee Dee Life of this town, 
presided at a banquet given by the com- 
pany and attended by officials, agents, 
employes and a large number of guests. 
The company, organized a year ago, has 
had substantial large growth. The home 
office is in the Spivey building. 


Honor Craffey’s Long Service 


BOSTON—P. J. Craffey, manager 
Dorchester branch Metropolitan here, 
has completed 25 years’ service and was 
presented a diamond studded service 
pin. He started as agent here in 1912, 
became assistant manager in 1916, man- 
ager at South Boston in 1922 and man- 
ager Dorchester district 1929. He has 
been active in the Boston Life Under- 
writers Association, serving several 
years on the executive committee; is 
New England chairman of the member- 
ship committee of the National Associa- 
tion of Life Underwriters and _ vice- 
president Metropolitan Veterans’ Asso- 
ciation of New England. 











ASSOCIATIONS 


Pittsburgh Starts Its Fall 
Sessions at Sept. 16 Meet 





PITTSBURGH, PA.—The first fall 
meeting of the Pittsburgh Life Under- 
writers Association will be held Sept. 
16. Reports on the National Association 
of. Life Underwriers convention will be 
made by W. Rankin Furey, general 
agent for the Berkshire Life and Holgar 
J. Johnson, general agent Penn Mutual 








“Sweetest Income 
in America” 


HAT’S what a “big time” 

life underwriter said of the 
side commissions obtainable 
from selling income protection. 
Increasing..Life writings at the 
eame time you eell income pro- 
tection depends on a plan. 
Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter. 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-Ocean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 











Life and newly elected National associa- 
tion vice-president. Miss Elizabeth E. 
Young, National Life of Vermont, will 
discuss women’s activities at the con- 
vention. 

William M. Duff, president of the Ed- 
ward A. Woods agency of the Equitable 
Society, will present Chartered Life Un- 
derwriter awards to the members of the 
Pittsburgh association who have received 
these designations. 








Springfield, Ill. A special summer 
meeting was held at the Springfield 
Motor Boat Club, which included a motor 
boat ride. The speaking program was 
headed by J. E. Smith, editor Illinois 
“State Journal,” who gave observations 
on his European trip. 


Los Angeles—Activities will be re- 
sumed Sept. 8 with David McCahan, dean 
of' the American College of Life Under- 
writers, as principal speaker. 


Columbia, S. 
elected 
cent 
merly 
ciation. 


C.—H. M. DeLorme was 
national committeeman at a re- 
meeting. Mr. DeLorme was for- 
secretary-treasurer of the asso- 


Richmond, Va.—President P. B. Ma- 
gruder has appointed chairmen of com- 
mittee who are to serve during the com- 
ing year. They are: D.C. Little, Connec- 
ticut Mutual, by-laws and legislation; 
J. A. Hood, Equitable, education; A. B. 
Diggs, Penn Mutual, meetings; W. R. 
Crump, Prudential, finance; H. R. Hill, 
Life of Virginia, membership; J. C. Bris- 
tow, Home Life, program; J. B. Cary, 
Northwestern Mutual, business standards 
and conservation. 


Jackson, Mich.—The annual summer 
outing brought out 32 men at Pleasant 
Lake for the annual ball game between 
ordinary and industrial agents, the golf 
and quoits tournaments. The ordinary 
agents won by a score of 36 to 10. 
President Alex Mason, Aetna Life, car- 
ried o” the prize for golf. Speakers at 
the banquet included Mr. Mason; C. J. 
Sparks, Jr., Sun Life; H. F. Marx, mana- 
ger, Western & Southern and Sam Gold- 
farb, general agent, Great-West. H. A. 
Reece, Equitable of New York, acted 
as chairman of the arrangements com- 
mittee. 


York City—President Youngman 
announces the following program of 
events for the administrative year as 
follows: Oct. 21, 6 p. m., dinner meet- 
ing; Nov. 18, 9 a. m., Sales Congress; 
Dec. 16, 12 noon, luncheon meeting; Jan. 
13, 12 noon, luncheon; Feb. 10, 12 noon, 
luncheon; Feb. 17, 4 p. m., educational 
meeting; Feb. 24, 4 p. m., educational; 
March 3, 4 p. m., educational; March 10, 
7 p. m., annual banquet; March 17, 4 p. m., 
educational; March 24, 4 p. m., educa- 
tional; March 31, 4 p. m., educational; 
April 7, 4 p. m., educational; April 14, 12 
noon, luncheon; April 21, 4 p. m., educa- 
tional; April 28, 4 p. m., educational; 
May 5, 4 p. m., educational; May 16, 8 
a. m., breakfast; June 14, 12 noon, an- 
nual meeting and luncheon. 


New 


Optimistic View 
of Federal Tax 
Situation Given 


(CONTINUED FROM PAGE 1) 


principally because you have that faculty 
of keeping up with conditions and not 
letting conditions lick you. 
want you to be optimistic about 
this tax situation. I think we are going 
to have some more changes. Perhaps 
we will have a more permanent tax bill 
at the next session of Congress. It was 
an impossibility at this session on ac- 
count of the political situation. There 
are some very fundamental things in this 
country to be fought out, I think, before 
we have a complete change in the tax 
law. Anybody who has observed polit- 
ical and economic conditions knows what 
is going on underneath. It is surprising 
that even this rather meager tax bill 
was passed to this session. Of course, 
the end isn’t yet. We don’t expect it to 
be. We expect numerous changes. But 
those of us who have confidence in our- 
selves know that we will have ability to 
cope with the situation when it arises. 
“However, there is no more money to 
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RECORDS 
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Monarch Life, Canada—Written buys. 
ness up 15 percent, and paid business yy 
25 percent for seven months. Having 
celebrated its 30th anniversary lay 
year, another milestone was passed jy 
August when policy 100,000 was issued, 
An increase of $200 in average size oj 
policy written and a 35 percent increase 
in agents’ earnings are reported by Gep. 
eral Manager G. C. Cumming. 





Midland Mutual Life—In the firs 
seven months of this year the new busi- 
ness shows a gain of 10 percent, witha 
net gain of $3,000,000 in force, which 
equals the gain made in the entire year 
of 1936. 


John Hancock. New paid business 
first half vear: Ordinary .$159,890,137, in- 
dustrial $155,790,199, group $40,134,700, 
compared to $126,515,351 ordinary, $154, 
969,684 industrial and $14,941,050 group 
in same period last year. Increase of 
insurance in force first six months. OQr- 
dinary $83,377,907, industrial $86,505,104, 
group $44,444,485, compared to $46,416, 
754 ordinary increase, $58,977,115 indus- 
trial and $19,391,897 group in_ same 
period last year. 


J. A. Ramsay, general agent Connecti- 
cut Mutual, Newark.—Eight months 
paid production more than $1,000,000 in 
excess of mark in same period last year. 
Office enlarged due to rearrangement on 
unit basis with three supervisors. 











be gotten in taxation from the wealthy. 
Tax rates are just as high as they could 
possibly get and still be productive; so 
that the next move, logically, is to in- 
crease the rates in the medium or lower 
brackets. What does that do? It in- 
creases your field, and it goes hand in 
hand with the trend of the life insur 
ance business, which has to some extent 
been contrary to large cases. 

“The economic trend is the breaking 
up of large estates, and you can't get 
away from it. If the individual won't 
do it voluntarily the government will do 
it for him. Large aggregations of prop- 
erty are being broken up, and by the 
wise ones are being broken up voluw- 
tarily. 

Talk of Future Problems 


“You can go to men today who have 
no particular tax problem, men who are 
on the way, who may have a tax prob- 
lem 10 or 15 years from now, and saJ, 
‘Now is the time for you to do some- 
thing.’ In other words, my contention is 
that the man in the smaller or medium 
brackets is on his way to accumulation 
and is one of the best prospects you have 
today, from the tax standpoint. Ten 
years ago you couldn’t talk to him, be- 
cause he had no present problem, and 
apparently he had no future problem. 

“Every time you get a man to think- 
ing about his personal financial situation 
he can’t help thinking about life insu- 
ance. I have never seen it to fail. You 
don’t have to stress life insurance either. 
It just naturally goes down those chat- 
nels to some extent, because life insur 
ance companies are still the one most 
advantageous place to put the money, 
whether you are smail or whether you 
are big. a, 

“You recognize how that feeling 
among the wealthy people has increased, 
by the money that they have put into 
single- -premium insurance and annuities. 
They recognize that the life insurance 1S 
the ‘poor man’s bank,’ and it is. I think 
you have the greatest opportunity in this 
next year. I don’t try to look more than 
a year ahead, but I do try to look that 
far ahead. I think you have the greates! 
opportunity in taxes during the coming 
year, and I hope you go out and maxt 
the most of it.’ 





benefits 


Supplement social security 
pI cial Order 


with life insurance. Slide rule $1. 
from The National Underwriter. 
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Fraternal’s Field 
Managers Discuss 
Acquisition Costs 


(CONTINUED FROM PAGE 6) 


Acquisition cost should include first year 
commissions, compensation to agents 
other than commissions, and medical 
examiners’ fees, Mr. Williams asserted. 
These items are included by the old 
line companies, but the fraternals also 
include renewal commissions, super- 
visory fees, and branch office expenscs 
for the item, which he believes should 
not be included. 

Officers of fraternal societies should 
take a definite stand on this question, 
Mr. Williams declared. It was voted 
that the managers’ association take up 
the question with the conyress’s com- 
mittee on blanks for discussion with the 
insurance Commissioners. 


Should Stress Net Gains 


Mr. Norrington remarked that 14 
items were included in the acquisition 
cost shown in his own society’s state- 
ment. He said that more stress should 
be placed on net results obtained for 
the year rather than the volume put on 
the books, the acquisition cost showing 
up as a comparatively low figure when 
a large volume of business is written. 
The industrial life companies pay their 
agents on the basis of keeping the busi- 
ness in force; when an agent increases 
his premium income, he gets more 
money. 

The Gleaner Life makes an analysis 
of an agent’s business every six months. 
The agent is compensated on the basis 
of his conservation work, financial 
standing, and his value to society. Mile- 
age is paid at the rate of three cents a 
mile to field men when they are training 
new men, paying death claims, or com- 
plying with special requests made by 
the home offite when there is no op- 
portunity to make commissions; also if 
they are attending sales or lodge meet- 
ings or if they are assisting secretaries 
in collecting renewals. They are not 
paid for mileage on policy loan requests 
or on an agent’s new business. 





Commission Scale Revised 


J. D. Reeder, Aid Association for 
Lutherans, stated that his society had 
revised its commission scale on higher 
premium policies in changing over to 
the Illinois standard. Formerly a flat 
commission was paid agents on all pol- 
ices and it was to the agent’s advantage 
to sell high premium policies such as 
endowments, whether they were best 
suited to policyholders’ needs or not. 

Mrs. Dora Alexander Talley, Wood- 
men Circle, vice-president of the Con- 
gress, remarked that a state department 
had wished to include the time she spent 
mM giving attention to field work in the 
acquisition cost of her society, Mrs. Tal- 
ley serving both as president and in 
charge of field work. 

_ The need of a well-rounded course of 
instruction in addition to the efficiency 
of the field man was stressed by Mrs. 
Talley in her address at the afternoon 
session, She emphasized the value of 
an educational program in the schools to 
Present the opportunities offered by fra- 
ternal insurance as a career. Mrs. Tal- 
ley Predicted a separation of the activ- 
ities of lodge work and sales supervi- 
sion in the field. 

few years ago the fraternal field 
worker was chiefly an organizer, A. R. 
Colvin, Fidelity Life Association, said 
M opening a discussion on the value 
ot a generous renewal clause in field 
fontracts and the need for cooperation 
etween the societies in the selection 
of field representatives. 
woyeetings were held regularly and were 
ie attended. Members considered it 
an honor to belong to the society and 
paid their dues promptly. Persistency 
of the traternal business was good and 
little effort was required by the field 
man to write business. 

Fraternal societies have now rerated 
business on an adequate reserve basis. 





Lodge meetings are not so popular and 
protection is sold in competition with 
old line companies, some of whose 
agents knock fraternal business. The 
desire for lodge membership will not 
keep business on the books. Field men 
must have proper training and supervi- 
sion to meet the changed conditions 
successfully. 


Favors Adequate Renewals 


“Ts it fair to expect field men to keep 
business on the books without compen- 
sation?” Mr. Colvin asked. “Renewals 
are nothing more or less than service 
commissions. It is well to remember 
that the servant is worthy of his hire.” 

Mr. Colvin investigated the practices 
of 12 societies regarding the payment 
of renewal commissions, finding that 
they differ a great deal. Of the 12, 7 
used some sort of a renewal clause, usu- 
ally based on a minimum production of 
new business such as $50,000 for a cal- 
endar year, with a 60 to 70 percent per- 
sistency requirement. Renewals are for- 
feited upon cancellation of the contract 
and are paid only to full time men. A 
man building up a good renewal account 
is reluctant to change his connection, 
Mr. Colvin stated. 


Opposition from Field 


Several societies had considered 
adopting a renewal clause, but demand 
from the field was for a large first year 
commission. Mr. Colvin questioned 
whether this method improved persist- 
ency. The Fidelity Life Association has 
reduced first year commissions and in- 
creased those paid in subsequent years. 

The Gleaner Life, Mr. Norrington 
said, is working on a new contract re- 
quiring a minimum of $20,000 paid for, 
70 percent persistency, paying 10 per- 
cent renewal commission the second 
year, 714 percent the third, and seven 5s. 


Marks Makes Summary 


B. C. Marks, A. O. U. W. of North 
Dakota, concisely and succinctly sum- 
marized the day’s sessions. 

Mr. Williams spoke informally at the 
managers’ banquet, Mr. Norrington pre- 
siding as toastmaster. There were about 
100 present. 


Revenue Bureau 
May Ask Law to 
Exempt Agents 


(CONTINUED FROM PAGE 3) 


feeling the way it does about keeping 
the scope of social security as broad as 
possible, there appears to be scant 
chance that any such technical interpre- 
tation of “instrumentality of the United 
States” would be allowed to stand for 
longer than it would take to rush a clari- 
fying statute through congress. Lawyers 
say there would be no difficulty in fram- 
ing a law which would successfully deny 
exemption to insurance companies claim- 
ing it on the federal instrumentality 
ground, while keeping the present essen- 
tial protection for actual federal instru- 
mentalities. 


Coffin Now Vice-President 
of Connecticut Mutual 


(CONTINUED FROM PAGE 3) 


platform makes those in the audience 
feel as if they were sitting around a con- 
ference table with him. 

Mr. Coffin started in insurance as a 
soliciting agent for the Provident Mu- 
tual Life at Utica, N. Y. Then he be- 
came assistant general agent at Albany. 
He took the life insurance course at 
Carnegie Tech. He was president of 
both the Utica and Albany associations. 

Mr. Coffin became secretary of the 
New York State Life Underwriters As- 
sociation in 1924 and at the same time 
was teaching a life insurance course at 
the Albany Y. M. C. A. Though only a 
young man a few years out of college he 
was chosen to teach at the New York 
University life insurance course under 














G. M. Lovelace, now vice-president New 
York Life. 

There he was also associated with R. 
G. Engelsman, general agent Penn Mu- 
tual Life; Leon Gilbert Simon, associate 
general agent Equitable Life, and J. 
E. Bragg, now manager Guardian Life 
of New York. 

He succeeded Mr. Lovelace as director 
of the course but a short time later went 
to the Penn Mutual Life as educational 
director. He did an outstanding job on 
organized sales talk and direct mail. In 
July, 1931, he went to the Connecticut 
Mutual Life as superintendent of agen- 
cies. 

There the work he has done has been 
the admiration of the company’s general 
agents and the envy of many other com- 
panies. 


Stressed Agents’ Earnings 


Mr. Coffin was a pioneer in the grow- 
ing trend toward measuring a life in- 
surance agency’s success by the financial 
success and independence of its agents. 
The Connecticut Mutual’s ‘“Depend- 
ables,” an organization of steady, year- 
after-year producers is an outgrowth of 
his realization of the importance of every 
man making a living or more out of the 
life insurance business. He has also 
been instrumental in working out a sim- 
plified yet comprehensive programming 
system readily adaptable to the use of 
agents, besides having much to do with 
developing the Connecticut Mutual’s or- 
ganized sales talks and direct mail sys- 
tem. 


L. J. Doolin, a member of the staff 
of the Life Insurance Sales Research 
Bureau, has been elected to the board 
of trustees of Goddard Junior College, 
Barre, Vt. The institution was founded 
in 1863. At first co-educational, it was 
reorganized in 1929 as a school for girls. 
Mr. Doolin is a native of Vermont, grad- 
uating from the University of Vermont 
in 1923. He was associated with the 
Equitable of New York until he went 
to Hartford in 1929 to join the Research 
Bureau organization. 





National Fraternal 
Congress Releases 
Production Figures 


(CONTINUED FROM PAGE 3) 


experience 314 percent and 4 percent 
was 14 as against 11 at the close of the 
previous year, while the group using the 
American experience 3 percent and 4 
percent numbered six, an increase of four 
over the end of 1935. 

Analysis of solvency ratio of the adult 
departments of the societies indicates 
that of 85 societies reporting these ratios 
43 had a ratio of better than 107.5 per- 
cent. None was below 100 percent, the 
remainder being scattered between 100 
percent and 107.5 percent, with the lar- 
gest single group, 16, between 100 per- 
cent and 101 percent. 


Report Interest Earnings 


Of 84 societies reporting net interest 
earned, 30 earned between 4 and 4% 
percent, with 14 reporting rates above 
the latter figure. Earnings of less than 
3 percent were reported by 20 societies, 
while another 20 ranged between 3 and 
4 percent. The report was submitted by 
a committee of 10, headed by J. E. Lit- 
tle, actuary, Maccabees. 

A report covering junior development 
among National Fraternal Congress 
affiliates was submitted by a committee 
of which Louisa Minor was chairman. 

S. H. Hadley, Protected Home Circle, 
in his report as president of the Con- 
gress, urged the desirability of keeping 
the insurance commissioners acquainted 
with the societies’ aims and place in 
the insurance world. He urged that 
more fraternal executives attend the 
commissioners’ meetings. 

“It would be indeed surprising were 
I to tell you of just a few brief con- 
versations where a different idea of the 
members of the National Fraternal Con- 
gress was gained by the commissioner 
than that which he had held previously 
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A PRODUCERS ANNUITY 
“When Paced un any Jevxitory! 





Here is a typical experience record which illustrates how the “Golden Rule 
Contract” boosts an agent's earnings in a given territory. Name on request. 
This man saw in the “Golden Rule Contract” his oppor- 
tunity of future security. By offering others a contract 
like his own, his earnings were not limited to his own 
His home is a town of two thousand. For 
seventeen years he enjoyed a substantial income from 


nization he has developed under the Golden Rule 
Contract is yielding him $300 per month—the equiv- 
alent of $50,000 invested in a cash refund annuity. 
Each year, as long as he lives, this income should 
increase. Any good producer, regardless of territory, 
can duplicate his success. 
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and I would most strongly recommend 
that each fraternal society endeavor to 
have at least one representative present 
at the various meetings of the Associa- 
tion of Insurance Commissioners,” Mr. 
Hadley said. 

“Inasmuch as the insurance commis- 
sioners have shown us the courtesy of 
asking that the National Fraternal Con- 
gress appoint a committee to cooperate 
with the subcommittee of the fraternal 
committee of the National Association 
of Insurance Commissioners, it is my 
hope that the committee appointed will 
give every effort to work with this sub- 
committee and in such a way that a uni- 
form bill may be presented and approved 
which will meet with the approval of 
the insurance commissioners and the 
members of the National Fraternal Con- 
gress alike. It is quite probable, as in 
all legislation, that compromises will 
have to be made. 

“It is my belief that nearly all the 
insurance commissioners realize that the 
fraternal benefit societies have a place 
in their respective states and I most 
earnestly recommend that we do all 
within our power to work with this com- 
mittee so that action will be taken which 
will be for the general good of the sys- 
tem.” 

Mr. Hadley praised the work of the 











central office at Chicago and of F. F. 
Farrell, secretary-treasurer and manager, 
He urged the subject of increased funds 
to permit wider operations by the cen- 
tral office be given attention in the near 
future. 


Sentiment Decides Sales 


N. J. Williams, vice-president Equit- 
able Reserve Association, said that most 
men buy life insurance to provide an in- 
come for their wives, to be sure their 
children will receive an education, to 
insure themselves an income in old age, 
or to make certain there will be money 
to pay off the mortgage on the home, 
but that they do not buy because of the 
net cost, the nonforfeiture values or the 
dividend scale. 

“In reality sentiment is the deciding 
factor,” he said. “Sentimental facts are 
just as true and often more convincing 
than mathematical facts. The senti- 
mental fact that will make a man drive 
his old automobile in order to keep a 
child in school is certainly more con- 
vincing than the fact that life insurance 
will cost a certain number of dollars. 
Life insurance is paid for whether the 
individual buys or not—either he pays 
or his family pays when he is gone. 

“Most men would rather know that 
their homes will be maintained for their 
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families than to imagine them bankrupt 
and homeless in case of their death. 
They prefer to see the children at home 
with their mother or see them away at 
college than to visualize them wander- 
ing around looking for $10 a week jobs. 
These same men would rather know that 
when they are along in the advanced 
years they are going to receive regular 
monthly incomes than to fear that in 
their old age they will be forced to de- 
pend upon the charity of others. These 
are all sensible facts. We may want to 
call them sentiments, yet they are the 
arguments that will touch the _heart- 
strings of most every father. 

“If the prospect insists that he wants 
facts instead of sentiment, the life in- 
surance salesman can give them to him. 
Ask the prospect if he has a sufficient 
estate to provide an income for his wife 
during her lifetime, or for the children 
until they are old enough to provide for 
themselves. If he has a sufficient estate, 
then he should be asked if he has made 
a provision for ready cash to pay the 
real estate tax, inheritance tax, income 
tax, expenses of last illness and a re- 
adjustment fund to provide money so 
that the estate can be liquidated in an 
orderly way. These are facts that can 
be given to prospects who demand facts 
instead of sentiment.” 


Manager Gives Report 


In his report as secretary-treasurer 
and manager, F. F. Farrell said he be- 
lieves fraternal benefit societies are not 
clearly differentiated from certain other 
types of societies and that “this our name 
is being linked with interests which are 
entirely foreign to our aims, principles 
and practices.” 

This fact, he said, is evidenced by re- 
cent articles appearing in national publi- 
cations and by programs on the radio, 
as well as by the fact that bills intro- 
duced in state legislatures included the 
fraternal system unwittingly, although 
when this was called to the attention of 
the authors of the bills amendment or 
substitution was made so as to exclude 
fraternal benefit societies. 


Many Bills Affected Fraternals 


Mr. Farrell said that of the bills intro- 
duced at 43 regular legislature sessions 
and 12 special sessions during the last 
year 80 were found to affect fraternal 
benefit societies either advantageously or 
adversely. The central office not only 
watched legislation in the various states, 
but also in Congress, where measures of 
great importance to the societies were 
introduced and steps were taken to pro- 
tect their interests. 

Saying that the fraternals stand for 
education, Mr. Farrell said that these 
societies should not lag in educating the 
public as to their standards. He recom- 
mended immediate action on this score. 


Urges Added Services 


“There are many services which would 
be of benefit to the members of the Na- 
tional Fraternal Congress and_ these 
features should be inaugurated as rapidly 
as time and finances permit,” Mr. Far- 
rell said. “Last year a service bureau 
for field workers was instituted and the 
wisdom of this action has been clearly 
demonstrated as several societies can 
attest. We already have a good num- 
ber of names with reports on the same 
in our files.” 

Mr. Farrell expressed his appreciation 
for the cooperation received from socie- 
ties and individuals during the last year. 

The report of the general welfare com- 
mittee, of which C. L. Biggs, supreme 
record keeper, the Maccabees, is chair- 
man, said that literally millions of dol- 
lars have been disbursed to widows, 
orphans, and dependents from the pro- 
ceeds of certificates which were long 
delinquent and under the provisions of 
which all lawful claims could properly 
have been denied had not the financial 
secretaries or collectors realized the 
terrible sacrifice that would have ensued 
had these certificates been allowed to 
lapse and therefore taken it upon them- 





selves to see that the membership was 
paid. 
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Provident Mutual Shows 


Persistency Improvement 


PHILADELPHIA—First-year lapse; 
of the Provident Mutual Life for the 
year ended June 30 amounted to 124 
percent as against 14.7 percent for the 
previous year. Agents who produced 
least $75,000 of paid business during the 
last year averaged 10.5 percent, while 
members of the Provident Leaders Clu) 
has an average first-year lapse rate oj 
9.7 percent. 

Forty-four agents in the $75,000 group 
has no first-year lapses whatever. Last 
year there were 32 agents in this perfect 
class. The company has frequently re. 
ferred to a 10 percent first-year lapse 
rate as a goal worth striving for. - There 
were 157 agents in the list who suc- 
ceeded in doing better than 10 percent, 
as compared with 129 a year ago. 














Can Buy Stock in Home Loan 
Bank to Qualify as Member 


FRANKFORT, KY.—Kentucky life 
companies can legally expend or invest 
money in the stock of the Federal Home 
Loan bank, since such investment js 
more in the nature of a requirement for 
membership in the bank than an actual 
investment, acording to an opinion 
given by the Kentucky attorney gen- 
eral’s office. The opinion went on to 
say that even if the money so expended 
were an investment, the only concern 
cf the insurance department would be 
not to consider it as an investment in 
appraising the insurance company’s sol- 
vency. The company which brought up 
the question is the Kentucky Central 
Life & Accident. 

The Kentucky Central also inquired 
whether, if the investment in question 
were legal, membership in the Federal 
Home Loan bank would give the life 
company the status of an instrumental- 
ity of the United States and, if so, if this 
would exempt the company from com- 
plying with the Kentucky unemploy- 
ment insurance law. The attorney gen- 
eral’s answer was that insurance agents 
and solicitors are specifically exempted 
under the Kentucky act anyway, and 
that “since we have concluded in this 
opinion that they (the life companies) 
may apply for and obtain the stock in 
a legal manner and thereby become a 
member of the Federal Home Loan 
bank then of course it would neces- 
sarily follow that we cannot raise any 
question in regard to the unemployment 
compensation law.” 








Litigate Commission Dispute 


Unable to negotiate a settlement, the 
Lincoln National Life and R. E. Leon- 
ard, formerly Oklahoma manager Royal 
Union Life, have called upon the U. S. 
district court at Oklahoma City to say 
whether the Lincoln National under its 
reinsurance agreement is liable for $5,500 
commission on business Leonard wrote 
for the Royal Union. According to 
Leonard, who is now agency manager 
Mid-Continent Life, the Lincoln Na- 
tional by its reinsurance agreement as- 
sumed liabilities of the Royal Union be- 
fore it was placed in receivership 10 
November, 1933. 





Loyal Protective Conventions 


The Loyal Protective Life is holding 
a field convention this week in Toronto 
and will hold another in Portland next 
week. Programs for both meetings will 
include talks by President J. M. Powell 
and the following other speakers from 
the home office: Vice-president F. B. 
Fuller, J. P. Gray, G. S. Heath, H. W- 
Nunn, B. A. Heath, A. Robins, V. A. 
Larsson, D. W. Chandler, C. F. Mertt- 
field and W. B. Cornett. 








Sales are easy with settlement option 





slide rule. Instructions included. $1.50. 
Order from The National Underwriter. 
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American Congress to Meet 





Drill Competitions, Two-Day Busi- 
ness Session at Chicago Oct. 17-19 
Are Scheduled 





The American Fraternal Congress 
formed some months ago in Chicago will 
hold a demonstration in the Naval Re- 
serve armory, Chicago, Oct. 17, followed 
by a business meeting in the Hotel Sher- 
man, Oct. 18-19. The officers are: presi- 
dent, A. F. Soska; treasurer, J. T. 
Spiker, and secretary-manager, D. T. 
Winder. Mr. Winder, counsel at Chi- 
cago for a number of societies, is chiefly 
responsible for the organization. He is 
past president Illinois Fraternal Con- 
gress. The executive offices are at 33 
North La Salle street, Chicago. 

At the Sunday demonstration, Mr. 
Winder announces, national champions 
will be selected by competition in the 
following events: Men’s and women’s 
drill teams, nonmusical; boys’ drill 
team under 16 and girl’s team under 16, 
nonmusical; drum and bugle corps, or- 
chestra, band; glee club, quartette and 
choral society. A dance will follow, 
there being no admission charge to fra- 
ternal certificate holders, friends and rel- 
atives. There will be no charge for en- 
trance of teams of member societies. 
Prizes will be awarded. The program 
for the business session is: 

Oct. 18 

9 a. m.—Registration. 

10 a. m.—Convene and appointment of 
committees. 

10:15 a. m.—President Soska’s address. 

10:30 a. m.—Ratification of by-laws. 

11 a. m.—Insurance department speaker. 

11:30 a. m—“The Dollar a Month Fra- 
ternal Certificate,” J. A. Swanson. 

Noon recess. 

12:30 p. m.—Luncheon, Gov. Henry 
Horner, “Fraternal Welfare.” 

2 p. m.—Reconvene, Fraternal topics. 
Uniform Fraternal Law, Drum and Bugle 
Corps for Fraternals, Fraternal Welfare 
Plan, Fraternal Festival in Soldier 
Field, Chicago, 1938, Fraternal Activities, 
including debating, essays, scholarships, 
bowling tournaments, etc. 

3p. m.—“Streamlining Life Insurance,” 
Jos. T. Spiker. 

3:30 p. m.—Nomination and election of 
officers. 

4 p. m.—Installation of officers. 

4:30 p. m.—Adjournment. 

Oct, 19 

Meeting of new executive committee, 
Organization and meetings of sections of 
the congress. 

Secretary Winder announces the con- 
gress now represents nearly 1,000,000 
certificate holders. Dues are $5 for this 
year. Contests will be held next year in 
various states and there will probably be 
a meeting similar to the one Oct. 17 at 
which the National A. F, C. champions 
will be setected. 


John M. Callahan, Jr., Dies 

J. M. Callahan, Jr., chief clerk and 
head of the mortgage loan department 
of the Catholic Knights of Wisconsin, 
and son of John M. Callahan, Sr., gen- 
eral manager and treasurer, died at his 
Fome in Milwaukee after an illness of 
three days. A native of Neenah, Wis., 
he had lived in Milwaukee since 1904. 





At the Wheel 














S. H. HADLEY, Sharon, Pa. 


S. H. Hadley, supreme president of 
the Protected Home Circle of Sharon, 
Pa., president National Fraternal Con- 
gress, presided over the deliberations of 
the big body at Columbus, O., this week. 
Mr. Hadley is one of the outstanding 
fraternal executives in the country. 








He was in the navy during the world 
war. 


Keep Costs Down 


LANSING, MICH.—Another Mich- 
igan departmental receivership has been 
closed with receivership costs held down 
to an extremely low point, it was re- 
vealed when the Ingham county circuit 
authorized William Conley, receiver for 
the Swedish United Sons of America, 
Menominee fraternal, to make a final 
distribution of assets which totaled ap- 
proximately $10,000. Mr. Conley is ac- 
tuary of the department. Legal details 
were handled by G. H. Heideman, as- 
sistant attorney-general. Entire cost of 
the liquidation is in the neighborhood of 
$200. 


Require Burial Data 


LANSING, MICH.—More than 300 
burial benefit associations operating in 
Michigan under charters issued by the 
corporations and securities commission 
are being notified by the Michigan insur- 
ance department of the new act passed 
by the 1937 legislature under which a 
large number of these organizations must 
submit to departmental supervision. All 
of the affected associations must post a 
$2,500 deposit with the state treasurer 
within 90 days of the law’s effective date. 
They must also, in the future, meet all 
obligations incurred through their con- 
tracts in cash. No more than one cer- 
tificate may be carried on the life of any 
single member and the maximum allow- 
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able benefit is $150. Reports filed with 
the department annually must contain a 
full list of the membership, names of 
members dying during the year and in- 
formation on claims paid or unpaid, to- 
gether with reasons for the latter, the 
amount of dues assessed, investment in- 
formation and data on cash on hand and 
its depositories, meeting dates, and any 
other pertinent information required by 
the commissioner. 


Flurry in “Insurance Index” 


Has Now Been Quieted 


LOUISVILLE—The flurry that was 
caused by the petition for involun- 
tary bankruptcy filed against the “In- 
surance Index” of this city has blown 
over as the action was dismissed in the 
federal court. The three employes who 
brought the suit evidently are satisfied 
with the settlement. The court held 
that the “Insurance Index” was solvent 
follawing testimony of Accountant J. S. 
Pettit. Attorney T. S. Dobson for the 
“Insurance Index” told the court that 
it was solvent but short of ready cash 
as a result of cost of publishing the new 
volume of Dunne’s Insurance Reports. 
Attorney Sims complicated the situa- 
tion by filing an intervening petition on 
behalf of J. E. Root of Chicago, pre- 
senting a claim of $2,813 but he told 
the court later that it had been settled. 
James E. Dunne, head of the “Insur- 
ance Index,” also publishes Dunne’s In- 
surance Reports. Recently a weekly 
newspaper known as the _ Lauisville 
“Tribune” has been published. The em- 
ployes in their petition claimed that the 
assets of the “Insurance Index” were 
being dissipated in the publication of 
the “Tribune.” 








Gulf States Life’s School 


The Gulf States Life of Dallas has 
completed a one-week school of instruc- 
tion for men newly inducted into life 
insurance selling. 





The Record Tells 
the Story 


No Reduction in 
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A SPECIAL DIVIDEND 
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After the Depression 


A Good Organization to Line 
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Fraternal Muster Shows Present Trends 


(CONTINUED FROM PAGE 1) 





‘partial disability benefits, and were 
doing a fine weifare work. “We must 
not measure fraternalism by a dollar 
yardstick,” he declared. 
" The results of a study of fraternal 
taxation were reported by H. L. Ekern, 
Lutheran Brotherhood. He said that 
the premium and income tax situation 
was gratifying. Societies reported that 
they did not feel it necessary to be 
concerned about proposed legislation. 
The unemployment tax passed in 26 
states and the District of Columbia 1s 
in its experimental stage as regards the 
societies. niet ; 
Charitable organizations are speci- 
fically exempted from the federal social 
security act. The Bureau of Internal 
Revenue held that fraternals were sub- 
ject to the act. A claim for a refund 
may be filed when paying the tax until 
the question is clarified. Under Title 8, 
fraternals are on the same basis as any 
other organization regarding the tax on 
the employe, but not in respect to the 
employer, in which capacity they are 
exempt. State unemployment taxes vary 
greatly. Mr. Ekern stated that the 
fraternals should work to have laws 
amended so as to exempt charitable or- 
ganizations. : 
Superintendent Bowen of Ohio, who 
was scheduled to address the section, 
was prevented from appearing because 
of an indisposition. His paper was read 
by L. H. Kreiter, assistant superin- 
tendent. Mr. Bowen said that he could 
not understand the unbusinesslike atti- 
tude of some societies which were ad- 
vised by the department to adopt a more 
conservative reserve basis. The cer- 
tificate should contain all of the essential 
provisions of the contract. He recom- 
mended a simplification of bylaws. 


Press and Publicity 


In his address “Press and Publicity,” 
J. L. Wilmeth, Junior Order United 
‘American Mechanics, emphasized the 
importance of keeping the public in- 
formed as to fraternal work. It is not 
difficult to receive space in the public 
press. Societies should acquaint mem- 
bers with a keen desire to inform the 
public what lodges are doing. Publicity 
has been too dull and heavy in the past. 
Mr. Wilmeth said he was a firm believer 
in newspaper advertising. He said THE 
NationaL UNDERWRITER printed an article 
which stated that there was a lack of 
home office men who could go out to 
contact the public, by addressing Rotary 
clubs, for example. Fraternal societies, 
he said, were better equipped than the 
old line companies in that respect, but 
that was the type of work needed. “If 
we have come to consider publicity as 
advertising, we are only grasping part 
of the proposition,’ Mr. Wilmeth said. 
He advocated that the societies make 
provision in their budgets for a publi- 
city director, 

The fraternal plan of organization be- 
gan in October, 1868, at Meadville, Pa., 
when John Upchurch became dissatis- 
fied with the League of Friendship and 
secured a charter for the A. O. U. W. 
with 13 other men, said Francis Taptich, 
United Societies of the Greek Catholic 
Religion of the U. S. A. Today there 
are 230 fraternal benefit societies with 
$1,168,827,103 assets. 

“Ts there a fundamental difference be- 
tween fraternal benefit and old line com: 
panies?” Mr. Taptich asked. Forty-seven 
years ago the court in the case of the 
Commonwealth vs. the Equitable Bene- 
ficial made the distinction that an in- 
surance company was formed to give 
indemnity to afford security against loss. 
Fraternal associations do not indemnity, 
but accumulate funds through their 
members for beneficial and protective 
purposes. 

Lodge work, he said, cannot be valued 
in dollars and cents. Societies should de- 
vote more time to the local lodges. More 
intelligence in the field force is to be 
sought after. Young college men may 


be contacted for this purpose. 








Discussion on certificate loans re- 
vealed that many societies were permit- 
ting members to borrow on their certifi- 
cates. One society requires the benefi- 
ciary to sign the loan certificate. 

(Mrs. Dora Alexander Talley, Wood- 
men Circle, presented a proposed con- 
stitution for the Presidents Section, 
which was adopted. The report of the 
legislation committee was summarized 
by Mrs. Bina West Miller, Woman’s 
Benefit. New officers of the section are 
E. W. Thompson, Maccabees, president; 
A. O. Benz, Aid Association for Lu- 
therans, first vice-president; Asa Smith, 
New England Order of Protection, sec- 
ond vice-president; W. C. Below, Fidel- 
ity Life, who was reelected secretry- 
treasurer. B.C. /Marks, A. O. U. W. of 
North Dakota, installed the officers, W. 
F. Traub, Royal League, serving as a 
proxy for Mr. Smith. 

Subjects treated at the Fraternal Ac- 
tuarial Association meeting were, “Is 
the Open Contract an Element of 
Strength?” H. R. Taylor, consulting 
actuary, the paper being read by J. T. 
Little, Maccabees; “An Age Investiga- 
tion,” Miss Frances Partridge, Women’s 
Benefit, who discussed the effect of the 
misstatement of age on_ benefits; 
“Changes in Valuation Bases,” F. A. 
Draper, consulting actuary, and three 
papers treating fraternal accounting 
methods, R. E. !Morris, Maccabees, “Set- 
tlement Options”; J. H. Washburn, con- 
sulting: actuary, “Essential Forms. of 
Valuation and Other Statement Work”; 
E. H. Nicholson, Equitable Reserve, 
“Automatic Premium Loan and Dis- 
ability Accounting.” 


Suggests 3% Percent Basis b 


Mr. Draper, discussing the change in 
valuation bases, said, “The working out 
of an investment portfolio that will af- 
ford security of principal and an ade- 
quate interest yield is beset with serious 
problems, and there seems to be little 
change likely in the near future.” He 
advocated a 3% percent basis as de- 
sirable.” The Ohio department, he said, 
required societies on a 4 percent basis 
to use a 3% percent basis for new busi- 
ness effective August 14. Absolute 
safety” is the slogan that has the strong- 
est appeal to the public, and to obtain 
that condition should be the ever con- 
stant endeavor of all fraternal officials,” 
‘Mr. Draper declared. 

Actuarial officers were reelected: 
W. M. Curtis, Ben Hur Life, president; 
EF. H. Nicholson, Equitable Reserve, 
vice-president; E. H. Pakes, Woodmen 
Circle, secretary; W. T. Eldridge, De- 
gree of Honor Protective, treasurer; R. 
D. Taylor, consulting actuary, editor; 
Miss Frances Partridge, Woman’s Bene- 
fit, librarian. 

Preceding the Press Section meeting, 
there was a breakfast which drew a fine 
attendance. R. B. McCain, Ben Hur 
Life, president, called upon J. G. Daly, 
United Commercial Travelers, who was 
chairman of the arrangements commit- 
tee, for a few words. It was the first 
time a member of the press section had 
been in charge of convention prepara- 
tion. E. L. Young, Maccabees, oldest 
member of the Press Section, took a 
bow. Mrs. Mary Baird, Woman’s Bene- 
fit, secretary of the section, was the first 
woman to be elected president of the 
Canadian Fraternal Congress. 

President S. H. Hadley of the Pro- 
tected Home Circle, ‘Congress president, 
termed Mrs. Baird a modern Prosperina 
who spent six months above the border 
and six months below, indispensable to 
both. The lodge system must remain 
the distinctive feature of the fraternal 
system, Mr. Hadley declared. He men- 
tioned the welfare activities of the so- 
cieties, stating: “If we preach fraternal- 
ism and do not practice it, we had bet- 
ter quit.” 

Mrs. Jeanie Willard, Woodmen Circle, 
paid a feeling tribute to Mr. Hadley’s 
administration and spoke a few words 








for Mrs. Dora Alexander Talley, vice- 
president of the Congress, who could 
not attend the breakfast because of other 
duties. 

Papers at the Press Section were given 
by J. W. Breyfogle, Security Benefit As- 
sociation, “The New Social Security and 
Fraternal Insurance’; H. L. Rosenblum, 
Woodmen of the World, “Stimulating 
the Membership Through the Columns 
of the Official Publication,’ and a dis- 
cussion of the influence of the official 
publication on junior members was led 
by Mrs. Jeanie Willard, Woodmen Cir- 
cle. After discussion of a national safety 
campaign led by J. G. Daly, United 
Commercial Travelers, it was decided 
that a resolution proposing the participa- 
tion of local lodges in Safety Day, June 
1, be introduced at a Congress session. 
Officers elected are: Mrs. Jean Willard, 
Woodmen Circle, president; Vivian Wat- 
kins, Royal League, vice-president; Mrs. 
Mary Baird, Woman’s Benefit, reelected 
secretary-treasurer, 


Law Section Meeting 


J. A. Willo, president of the Law Sec- 
tion, presided at the discussion of legal 
problems, considerable attention being 
devoted to tax legislation in a number 
of states. Papers were given by George 
Ferris, Jr., Greek ‘Catholic Union of 
Russian Brotherhoods, “Limitations on 
Amendment or Alteration of the Charter 
of a Fraternal Beneficial Society,” and by 
P. P. Jurchak, Pennsylvania Slovak 
Roman and Greek Catholic Union, “Mer- 
ger, Consolidation, and Reinsurance.” 
W. J. Cordes, Retail Credit Company, 
Atlanta, gave an illustrated talk on in- 
spection work. Although most of the 
societies are using inspection reports on 
claims, only two-thirds use the reports 
on applicants for field work. Mr. Cordes 
gave an abbreviated version of his talk 
at the President’s Section. 

New officers of the Legal Section are: 
L. A. Knight, Royal Neighbors, presi- 
dent; J. M. Miller, Woman’s Benefit, 
vice-president; R. F. Allen, Standard 
Life, reelected secretary-treasurer. 


State Congresses’ Meeting 


The meeting of the State ‘Congresses 
Section was under the direction of G. 
W. Baumann, Maccabees, president. 
This is the newest full-fledged section 
in the Congress, being organized last 
year, and attracted representatives from 
22 societies. The action of state con- 
gresses in the event fraternals are ex- 
empted from unemployment insurance 
legislation was considered by E. J. Jeff- 
ries, Jr.. Maccabees, and R. T. Wells, 
Woodmen of the World. Other papers 
were given by Franklin Rubrecht, Royal 
Arcanum, “How We Can Secure Better 
Codes,” and John Stock, “Work of State 
Congresses in Legislative Matters.” Mr. 
Rubrecht is president of the Ohio Fra- 
ternal Congress. Officers, who were re- 
elected, are: G. W. Baumann, Macca- 


bees, president; Franklin Rubrecht, 
Royal Arcanum, vice-president, and H. 
B. Meixel, Ben Hur Life, secretary- 
treasurer. 


Medical Section 


The largest attendance in the history 
of the Medical Section heard papers by 
W. G. McLaughy, Protected Home Cir- 
cle, “Some Problems of Fraternal Selec- 
tion”; A. M. Limburg, A. O. W. W. 
of North Dakota, “Junior Life Insurance 
and Its Problems”; H. Z. Hibshman, 
Junior Order United American Me- 
chanics, “Random Thoughts of a Med- 
ical Examiner,” and Z. T. Wirtschafter, 
Brotherhood of Locomotive Fireman & 
Engineers, “Causes of Total and Per- 
manent Disability.” 

Officers elected are 'C. N. Ahlefeld, 
Security Benefit, president; Mr. Hibsh- 
man, first vice-president; Mr. Mc- 
Laughry, second-vice-president, and T. 
H. Clarke, National Union Assurance, 
was reelected secretary-treasurer. 

New officers of the Secretaries’ Sec- 
tion, who held a joint meeting with the 
actuaries, are: Miss Erna M. Barthel, 
Royal Neighbors, president; H. M. 
Hauck, A. O. W. W. of Minnesota, vice- 
president, and Miss Anna E. Phelan, 
Women’s Catholic Order of Foresters, 








secretary-treasurer. Retiring President 
A. P. Cox, Artisans Order of Mutual 
Protection could not be present because 
af illness. 

Approval of the executive cammittee 
for all expenditures before incurring any 
liability on behalf of the congress was 
recommended by R. F. Allen, Standard 
Life Association, speaking for the com- 
mittee on legal cooperation. The united 
efforts of the societies were helpful jn 
combating adverse tax legislation jn 
some states, Mr. Allen said. The legis. 
lation picture is very favorable. 

Mrs. Anna R. Downes, Women’s 
Catholic Order of Foresters, fraternal 
ethics committee, reported that a strong 
fraternal spirit was evidenced by the 
societies. FF. A. Service, Protected 
Home Circle, was the featured speaker 
at the annual banquet which was at- 
tended by 325. Mr. Service’s remarks 
were in a humorous vein. 


New England Mutual Meet 


New England and New York Agents 
Will Foregather at Boothbay Harbor, 
Me., Sept. 9-11 


BOSTON—New England and New 
York agents of the New England Mu- 
tual Life are all agog for the regional 
meeting to be held Sept. 9-11 at Booth- 
bay Harbor, Me. 

The contests were closed in August 
and top producers, with their wives as 
guests, will foregather for three days. 
General agents, supervisors and_ field 
men will be addressed by home office 
and field speakers. 

The business sessions will be pre- 
sided over by C. F. Collins, assistant su- 
perintendent of agencies. On Friday the 
program has been arranged to include: 


Welcome to N. C. Estabrook, 
Portland, Me. 

“We Reach New Goals,” George Wil- 
lard Smith, president. 

“Raising Our Sights,’ H. R. Dowell, 
Warner Agency, New York City. 

“Developing Momentum,” Fred B. 
Cooper, Jr., New York City. 

“How I Get Business Through My Re- 
porting System,” R. C. Peterson, Wor- 
cester. 

“Sales Helps from an Underwriter,” 
Walter Tebbetts, vice-president. 

“The Retirement Income Approach to 
Sales,” R,. T. Willis, Manchester, N. H. 

“My 30/20 Contract,” W. S. Cobb, Jr, 
Albert Curtis agency, Boston. 

“Human Interest Stories,” G. S. 
ings, superintendent of agencies. 

“Why Not Form a Lead Club?’ Owen 
P. Jacobsen, Beers agency, New York. 

“On to Banff,” C. F. Collins. 


Maine, 


Hast- 


Saturday Program 


Saturday morning, with Vice-President 
George L. Hunt presiding, the program 
will present: 

“Taxes, Wills and Trusts,” A. C. Keni- 
son, Moore & Summers Agency, Boston. 

“Larger Sales Units,” J. H. Atwood, 
Curtis agency, Boston. 

“A Medical Director’s Diary,” Dr. 
Harold Frost, medical director. 

“A Father and Son Partnership,” R. W. 
Partridge, general agent, Boston. 

“Making Him Sign and Like It,” Play- 
let with William Wadsworth and Ernest 
Hoffman, Moore & Summers agency and 
Miss Rowen O. Nichols, policy loan de- 
partment, Boston. 

“Programming —A_ Service or Dis- 
service,” Robert Lawthers, head of bene- 
fit department, Boston. 

“Hidden Values,” George L. Hunt, vice- 
president. 


Church Membership Provision 


The Pennsylvania superior court, 
western district, has held the [First 
Catholic Slovak Union liable for a death 
claim over its argument that the 1- 
sured forfeited his right to membership 
by renouncing the Catholic faith under 
the jurisdiction of a Catholic bishop. 


R. C. Meadows, general agent, Na- 
tional Life of Vermont at Binghamton, 
N. Y., had 24 of his men, many of them 
recruits, in at Binghamton last week 
for a three-day sales session. Mr. 
Meadows and his agency reached fifth 
rank among all agencies of the Na- 
tional Life for the first six months. 
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SALES IDEAS AND SUGGESTIONS 











——— 


Prospecting Ideas Brought 
Out at Millionaires’ Session 








Many interesting suggestions on pros- 
pecting were brought out in the open 
forum at the Million Dollar Round Ta- 
ble immediately following the talk on 
that subject by Louis Behr, Equitable 
of New York, Chicago. 

*x* * * 


Hyman Rogal, Reliance Life, Pitts- 
burgh: What may be a good system 
for one may not be a good system for 
another. My opinion of prospecting 1s 
entirely different from and contrary to 
the real orthodox way. -I find that in 
order to be a big insurance man in 
your community you don’t need to be 
an insurance man at all. Contact and 
good will are more important than 
knowledge. I find that being an ad- 
viser, being in a position where you 
can help your fellow man, getting up 
at midnight to pull him out of a jam, 
doing certain personal things for him, 
social or otherwise, places you in a po- 
sition to close a deal with him. 

*x* *K * 


I will say that 75 percent of my pros- 
pects come to me from scientific in- 
surance men who will work on a man 
and sell him on an idea, and when he 
is finally sold I will get a telephone 
call asking me what I think about it. 
In 1930 I sold $450,000 of insurance. 
One man had worked on it about a 
month and I didn’t know a thing about 
it, and I made the sale, | 

I believe the future insurance man 
will not be merely one who sells in- 
surance. He must be a man who is 
repected and his opinion regarded and 
his advice sought. He must be in a 
position to do something for his fellow 
men, thereby obligating them, and in 
this way he will go forward. 


* *K 
Phinehas Prouty, Jr., Massachusetts 
Mutual, Los Angeles: My _ business 


comes primarily through the cultivating 
of lawyers and investment counselors. 
While I am building business I spend 
my time creating legal business for the 
lawyers profession, getting wills to be 
drawn for clients and prospects who are 
friends of mine. There is a group of at- 
torneys I know I can work with and 
they will reciprocate. The way I find 
out whether they will reciprocate or 
not, I give them business first. I find 
that an attorney is limited by the ethics 
of his profession to contacts that come 
to him. We, by the nature of our busi- 
ness, are allowed to make vountary con- 
tacts and be aggressive in making vol- 
untary contacts. Consequently we are 
In a position every day to create business 
for the fellow who is limited by his 
ethics to sitting at his desk, and where 
they are appreciative of it they can do 
us a lot of good, because of the fact that 
at a meeting of a board of directors 
they are in touch with a lot of business. 


* * x 


A. C. Bayless, Southland Life, Hous- 
ton, Tex.: How many wills did you ar- 
range for last year? 

Mr. Prouty: I provided 63 wills for 
lawyers last year. 

_ Mr. Bayless: How many lawyers were 
Involved? 
Mr. Prouty: About fourteen. 
tr, Bayless: How much business did 
you do with your investment counselors? 

Mr. Prouty: We simply made con- 
tacts with the investment counselors. 
Vhere you have liquidation of bonds and 
stocks, involved, and such as that, it 
may be handled by a reputable house of 








your selection. It can’t always be done. 
Many people have inherited securities 
and have not made sufficient contacts. 
What would prohibit you from suggest- 
ing a reputable house, and give these 
names to the investment counselor and 
work through him to sell securities? 
The first step is to find some business 
for a reputable investment counselor, to 
get business for him. 


x * * 
B. H. Wulfekoetter, Cincinnati: An- 


other source along the same lines, in 
which at least I have done good work 
and had great success, is to cultivate 
the certified public accountants. If you 
will establish yourself as being an under- 
writer who is interested in the question 
more than interested in commissions, 
and if you can convince him that you 
have a workable knowledge of taxation, 
that you are not competing with or try- 
ing to set up his income tax or his 
corporation tax returns, you will find 
that he will come to you for informa- 
tion on the insurance involved in the 
estates which are handled by them. I 
have had referred to me from account- 
ants quite a few cases in recent years. 


x oe  * 


A. J. Ostheimer, 8rd, Philadelphia: I 
would like to recite an example along 
that same line. About three years ago 
I ran across a little insurance case out 
in a little hick town outside of Phila- 
delphia. Before I got very far with 
those two tousle-topped farmers I had 
to talk to their accounting firms, and it 
was a tough bit of business to get that 
little case. A month or two later the 
accountant called up and wanted to 
know if I would explain to the 45 or 
50 boys in his office something about 
insurance as far as I could from the 
corporation bookkeeping side. He felt 
our slant would be worth while to his 
accountants. So I talked to them about 
an hour. Since then he has been in- 
strumental in getting in three cases, 
none very large, one group insurance. 
I think the only reason for that, as I 
brought out, is that I helped him in 
the course of those cases to set him- 
self pretty tight in those firms where 
I think he was on a little shaky founda- 
tion at the start. 


* OK OX 


R. U. Darby, Massachusetts Mutual, 
Baltimore: If we watch our whole ap- 
plication in our Own company, we will 
have prospects galore. In the process 
of making out a man’s application, and 
going over his physical condition and 
his family history, I frequently say: 
“T see you have a brother, age 42. 
Where does he live?” “Well, he lives 
here in Baltimore.” “What is_ his 
name? What does he do? If your brother 
dies without adequate insurance, who 
is going to take care of his widow? 
Perhaps you,” and I get a very splendid 
back kick that way. Following through 
to the sister, “Is she married?” etc., I 
find that our own application ‘blanks are 
diamonds right in our own office some- 
times. 

* * x 


Other unusual selling methods and 
sales experiences described at the Mil- 
lion Dollar Round Table were: 

Caleb R. Smith, Massachusetts Mu- 
tual, Ann Arbor, Mich.: I am having 
tremendous success writing a simple 
letter of two paragraphs. Of course, 
these go to my policyholders. I say 
something like this: “Dear John: How 








would you like to have $250 a month 
when you are 60 or 65?” 

Then the second paragraph: “We 
have a splendid contract that will guar- 
antee such an income.” 

I am getting about 50 percent re- 
sponse to this letter. I had a letter 
from a boy from Ann Arbor, who now 
lives in southern Ohio. He addressed 
me: “Dear Dr. Townsend: Will you 
please send me an outline of whether 
I can buy $100 a month? That is most 
likely all I can pay for. I couldn’t buy 
$250 worth.” I wrote this fellow for 
$10,000, with income at 60. 

Another fellow up in the state said: 
“Come up and see me sometime,” and 
I drove up the next day. I was in- 
vited out to lunch with him and we 
were no more than seated when he 
asked: “What is all this stuff you are 
writing to me about income?” I said, 
“Tt is simple.” We went ahead and 
finished lunch, and then I went over 
the contract with him. 


* * * 


He said, “How much would it cost 
to buy $250 a month?” I said, “Well, 
it wouldn’t cost you anything, but it 
would necessitate saving $150 a month, 
or $1,800 a year. You would put that 
in bonds or other investments. Why 
not put it where you know it would 
be safe?” 

He stroked his chin and beard, and 
then said, “How much would it be for 
$350 a month?” I had to figure for a 
minute, and I said, “If you save $200 
a month, or $2,400 a year, it would pay 
you $3,200, or $350 a month at age 60,” 
and he said, “I can’t pay all that right 





now.” I said, “You can pay it. quar- 
terly,” and he gave me a check for 
$600. 
* * x 

W. N. Hiller, Penn Mutual, Chicago: 
Harry Wright mentioned the fact that 
when a man is making a loan on a pol- 
icy we should sell him insurance to 
cover the loan. I go farther than that 
and once in a while say, “We will have 
to get you examined to get this loan.” 


e * 


Julian Schwab, Indianapolis: I have 
been at this table for five years, and 
I did not realize the value of time con- 
trol until this year. Due to sickness in 
my home, I had to leave Indianapolis 
Dec. 31, and for 41 days I was sitting 
in a hospital waiting for the worst. | 
was not in my office for that number 
of days. From that time on I was 
back and forth until April 1, making six 
trips, and spent a little time in my field 
of work. From that time the doctor 
told me on account of certain things 
that happened to me physically, I could 
not call on people temporarily, that I 
had to go to bed, that I had to give 
up the business, at least for a time. It 
is pretty hard to give up something that 
you love, and I love this business. They 
carried me into my office for 17 days 
and I sat in a chair and went over all 
my old policyholders, and I used the 
telephone. To the time I left I devel- 
oped 81 cases for $665,000, the average 
case being a little over $8,200. 

If you tell me that time control is not 
the most important factor in our busi- 
ness, tlen I give up, because it was 
with me. 





Number of Interviews Bigger 


Factor Than Selling Skill 





By DIX TEACHENOR 


(Mr. Teachenor, million dollar producer 
for the Kansas City Life, spoke on “Big 
Volume Through Many Cases” at the 
Denver convention of the National Asso- 
ciation of Life Underwriters.) 


Everyone wants to be happy. It is 
easy to sell anyone something he wants 
-—so sell him happiness. 

To be happy any intelligent person 
must have income. Happiness and in- 
come go together—so sell happiness in 
the form of guaranteed incomes from 
life insurance and annuities. Take in- 
come away and happiness goes with it. 

The public is surfeited with long-faced 
life underwriters selling gloom, misery, 
funerals and dependent old age. Better 
picture happy wives and children, and 
old people with income enjoying life 
through security. 

Income is likewise necessary for the 
happiness of the life underwriter and 
in order to get that income all he need 
do is to set for himself a quota of daily 
interviews. Many daily interviews mean 
happiness to the life underwriter. 


Set Quota of Daily Effort 


Instead of setting for myself a weekly 
or monthly quota of volume, I set for 
myself a quota of daily effort—sufficient 
hours of preparation and work in the 
field to produce a certain minimum of 
daily interviews, with little thought of 
volume of business. 

To sustain daily effort and as a check 
on myself, I have always kept a record 
of my actual daily interviews. I give 
you my figures to illustrate the impor- 
tant relation of sustained average daily 
interviews to production. 

My first year in the business I had 
1,420 actual interviews, wrote only one 





application to every 18 interviews, issued 
and paid for only $136,000, but averaged 
six interviews a day. My third year I 
had 1,306 interviews, wrote one appli- 
cation to every eight interviews, paid 
for $505,000, and averaged over five in- 
terviews a day. My fifth year I had 
1,140 interviews, wrote one application 
to every seven interviews, paid for 
$752,000, and averaged four and one-half 
interviews a day. 


Record of Past 14 Years 


During the last 14 years, I have had 
a total of 10,821 actual interviews, an 
average of 773 interviews a year, or an 
average Of 3.8 interviews per day. Dur- 
ing that time I have written 2,738 cases, 
or an average of 195 cases a year. I 
have averaged one application to every 
four interviews. These interviews pro- 
duced a little over $16,000,000 of busi- 
ness, or an average of $1,143,000 a year. 
Average sized policy, $5,840. 

Since I averaged working only 17 
days per month because of illness, holi- 
days or vacations, these figures prove 
to me the extreme value of every minute 
of my time during a working day. They 
further substantiate my belief that the 
only time really worth while to a life 
underwriter is’ that time actually spent 
in the presence of a prospect. The con- 
tinued use of a daily route sheet not 
only conserves time but helps to direct 
an underwriter’s efforts. 

Of course, interviews alone won’t do 
the job. I believe in a dynamic ap- 
proach, an enthusiastic presentation, and 
believe and assume the prospect should 
or will buy before I go to see him; so 
that my mental attitude makes the close 
easier. Make the prospect feel that you 
expect him to buy. 

Working time must not be dissipated 
with substitute activities or wasted on 
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procrastinators or prospects who can’t 
make up their minds. 

It is my firm belief that the number 
of interviews made each day is a greater 
factor in determining my _ production 
than is my skill in salesmanship, since 
one-half of prospects initiate the sale 
anyway. My job is to get action. 
Through many daily interviews and the 
writing of many applications, one keeps 
in closing practice, and consequently out 
of dreaded slumps in production. 

Love is the backbone of our business. 
Every life or annuity policy is bought 
because someeone loves and wants to 
protect someone or something—a wife, 
child, parent, himself, or his business, 
or his accumulations. 

Naturally, the subject of “Big Volume 
Through Many Cases” can be told in 
a few words—sustained daily effort with 
a resultant higher average of daily in- 
terviews with prospects financially able 
to pay for an average sized policy. 

Five interviews a day will keep un- 
happiness away. 


Aetna Westerners 
Stage a Rally at 
Colorado Springs 


(CONTINUED FROM PAGE 1) 


Mr. Edwards read a brief biographical 
account of the president, consisting of 
dates upon which successive promotions 
fell. 

“Mr. Edwards did not intentionally,” 
Mr. Brainard declared, “give such a 
dull account of an interesting life.” 

The president declared that one of the 
purposes of the convention is to pro- 
mote closer acquaintanceships which will 
serve to iron out situations in the fu- 
ture that might otherwise prove diffi- 
cult. 

Vice-President S. T. Whatley was 
presented. No one could be _ better 
qualified to carry the Aetna’s friendship 
standard. He must really be glad to see 
everyone, because no one could make a 
pretense of such pleasure so many times 
a day for so many years. Mr. What- 
ley, with a friendly little tag, introduced 
each member of the oa office con- 
tingent, including: E. C. Bowen, sec- 
retary; Ralph Keffer, actuary; R. 
McCreary, agency secretary; R. B. Cool- 
idge, superintendent of agents, fresh 
from his triumph on the National asso- 
ciation program; A. H. Heatt, Jr., as- 
sistant superintendent of agencies; W. C. 
Cousins, E. H. Snow, and W. C. Ab- 
bey, agency assistants; E. J. Perrin, Jr., 
vice-president Automobile of Hartford; 
L. O. Kinne, assistant secretary; H. E. 
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Wright, assistant auditor; J. C. Cook, as- 
sistant comptroller; I. F. Cook, assistant 
secretary; C. A. Spoerl, assistant treas- 
urer; Dr. H. F, Taylor, associate med- 
ical director; S. F. Westbrook, vice- 
president; W. H. Dallas, assistant vice- 
president; J. G. Late, underwriter. 

A special introduction was accorded 
N. M. Denezzo, supervisor of field serv- 
ice. He is the maitre de convention. 
He fits “regionnaires” into hotel rooms, 
makes innumerable engagements, keeps 
constantly in circulation, always unruf- 
fled, apparently never hurried. He was 
paged so often, the boys. even got ap- 
proximately the right pronunciation of 
his name after the first day or two. You 
never call him Mr. Denezzo more than 
it has to be 


once. The second time 
“Nick. 
E. C. Ohknapp, assistant secretary 


Aetna Casualty, was given the floor to 
plug for an automobile or ‘burglary pol- 
icy. 
Mr. Whatley reported that the Aetna 
has 21 percent fewer agents under con- 
tract today than on Jan. 19, 1933, but 
production during the first half of 1937 
was 24 percent ahead of the parallel pe- 
riod in 1933 in the life end and 18 per- 
cent ahead in accident. New paid ordi- 
nary life business for the first seven 
months of this year was 12 percent 
ahead of 1936; accident is 15 percent 
better. Group made even a_ sharper 
adv2nce. 


Clever Sales Skit 


The famous Borden and Busse film, 
“How to make a presentation stay pre- 
sented,’ was shown. Then came a 
clever, polished skit demonstrating the 
applicability of the Borden and Busse 
sales theories to life insurance selling. 


The “Skitters” were Messrs. Coolidge, 
Hiatt, Abbey and Snow. 
C. W. Hoefle, Oklahoma City, pre- 


sided Tuesday morning. L. Sabin 
of Portland, Ore., formerly a_profes- 
sional executive secretary, told how he 
capitalizes upon civic organization work 
in the sale of insurance. He said an 
agent must have the ability to recog- 
nize prospects, should have a sincere de- 
sire to be a constructive member of or- 
ganizations, he should accept calls to 
assume leadership, he should seize every 
opportunity to get before the public eye. 
He should, however, guard against 
spending too much time in the other 
man’s service. 


Darn Good Meal Ticket 


The next speaker was a wow. He 
was Al Bluhm of Chicago, a former pro- 
fessional golfer. Lanky, grinning, with 
a racy fund of Chicago slang and col- 


loquialisms, elliptical in speech and an 
enthusiastic insurance man. He told 
about selling accident insurance. He 


made a break that brought down the 
house and caused a lot of spoofing. 
“That 30 percent commission is a darn 
good meal] ticket,” he declared. That 
brought a roar. It seems the Aetna is 
compelled to pay 30 percent in five cities 
because of competitive conditions. Else- 
where it is 25 percent. 

Later in the morning R. J. ‘Curry, as- 
sistant general agent in Chicago, while 
speaking on group insurance, made the 
sly remark that this is profitable to the 
agent, since it pays 50 percent com- 
mission. 


Uses Estate Plan 


In addition to Mr. Curry, three others 
spoke on group, ae being R. B. Hills, 
Lubbock, Tex. A. Steffen, Dubuque, 
fa. and [. F. es from the head office. 

The final speaker was D. H. Teas of 
Wisconsin Rapids, Wis., who related 
how he became the leader in the Milwau- 
kee agency through use of the Aetna’s 
estate control plan that was introduced 
a year ago and is becoming increas- 
ingly popular with the field force. 

The chairman of the Wednesday 
morning session was John Krehbiel, Los 
Angeles. Mr. Westbrook and Mr. Beers 
gave talks. Another skit was performed, 
the actors being Messrs. Dallas, Late, 
Denezzo; John Smith, San Antonio; W. 
V. Power, San Francisco, and Miss 
Emma Beal, Galveston. Gordon Camp- 





bell, Little Rock general agent, was the 
toastmaster at the Wednesday evening 
banquet, and Mr. Brainard was the main 
speaker. 

This year the conventions of the far 
western and middle divisions were tele- 
scoped in the Colorado Springs rally. 
Next year the westerners will gather at 
Lake Tahoe, Calif., and the middle west- 
erners at Mackinac Island, Mich. The 
eastern regionnaires are having their 
1937 convention at Virginia Beach next 
week. 





Boireau Agency Record in 
1937 Specially Recognized 





BOSTON—President F. H. Rhodes 
and other home office executives of the 
Berkshire Life attended a luncheon 
meeting of the W. H. Boireau general 
agency here in recognition of the fine 
1937 record. The paid for business in- 
creased 28 percent in the first seven 
months, paid applications increased 63 
percent and premiums increased 23 per- 
cent. Lapse ratio, on a basis of two 
years’ exposure, was less than 1 percent. 

President Rhodes in a brief address 
emphasized the value of selling juvenile 
policies as an “entering wedge.” W. R. 
Nickerson told how he secured 22 appli- 
cations in 24 working days in August. 
Awards were presented Messrs. Nicker- 
son, Hyman Goldman, G. A. Anderson, 
Lawrence Borden, Sr., and E. A. 
Schwartz. Medical Director Frank 
Harndon and L. B. Hendershot, man- 
ager of agencies, also were speakers. 





Johnson Joins Mack Agency 


George W. Johnson, formerly agency 
organizer in the C. J. McCoy agency 
of the Mutual Life of New York, Cin- 
cinnati, has been appointed unit man- 
ager for the Northwestern Mutual in 
the W. J. Mack agency of that city. 
Mr. Johnson has a varied experience be- 
ginning 25 years ago with the Connecti- 
cut Mutual at (;eorgetown, Ky. Later 
he moved to Louisville where he repre- 
sented the Egqiutable Society in the 
Powell agency. In 1922 he went to Cin- 
cinnati with the same company and 
eight and one-half years later went with 
the Mutual Life as agency organizer. 

He is vice-president of the Cincinnati 
Life Underwriters Association, serving 
it several years ago as secretary-treas- 
urer. He was the second president of 
the Lexington association and while in 
Louisville served as president of the 
Louisville association. 

With the Northwestern Mutual he will 
devote his time to agency work and 
personal production. 





Stein’s Work Completed 


C. F. Stein, who has been serving as 
actuary for the Federal Union Life, 
which is being rehabilitated by the Ohio 
insurance department, has retired, the 
work for which he was employed having 
been completed, according to the Ohio 
officials. He worked out the plan for 


the rehabilitation of the company. He 
has returned to his home in Chat- 
tanooga. 


Baltimore Gets Empire State 


David Baltimore, formerly with the 
Metropolitan Life has been appointed 
manager of the Rochester office of the 
Empire State Life of Jamestown, N. Y. 
His headquarters will be at 507 Powers 
building. 


Act Against Benefit Outfit 


BOISE, IDA.—Attorney-general Tay- 
lor of Idaho, has filed suit to dissolve 
the Idaho Mutual Benefit, charging that 
for two years it collected premiums in 
violation of a statute passed four years 
ago. It is charged with inserting a 
mortality cost provision for a level pre- 
mium rate in certificates, an exercise of 
authority not allowed by law, it is 
claimed. Mr. Taylor wants the organ- 
ization’s articles vacated and the court 
to enjoin it from operating in the state. 
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Equitable, Ia., in Change 








Low Interest Level Brings Increase jn 





Nonparticipating Rates, Adjustment 
of Income 
Two important changes have been 


made by the Equitable Life of Iowa, 
due to current low interest rates. Non. 
participating rates were slightly in. 
creased, except for term plans where 
interest earned on reserve is not a great 
factor. Income per $1,000 of maturity 
value under the income endowment and 
income continuation plans was reduced, 

The income endowment provides 
$1,000 death benefit and $10 monthly in- — 
come at maturity. Maturity value for 
age 65 plan was increased from $1,352 
to $1,427, and those maturing at 55 and | 
60 were increased accordingly. The 
same rate per unit for men and women 
now is charged, but instead of $10 
monthly income unit applicable to men, 
women will receive $9.22, $9.17 and $9.16 — 
under contracts maturing at ages 55, 60 
and 65, respectively. 

For income continuation, a retirement 
annuity form, there is no change in cash 
values per $100 annual premium but 
income per $1,000 cash value was re- 
duced. 

Illustrative rates at quinquennial ages 
are: 


Participating Non-Participating 
Income En- Ine 


dowment Ord. 20 20Yr. End, 
At At 65 Life Pay. End. At 65 
Age $ $ $ $ $ $ 
10 .. 22.37 19.08 11.29 19.08 42.29 14.92 
15 .. 25.71 21.52 12.47 20.58 42.41 16.95 
20 .. 30.06 24.65 13.95 22.38 42.60 19.58 
25 .. 35.88 28.72 15.78 24.45 42.86 23.10 
30 .. 43.87 34.15 18.14 26.93 43.26 28.01 
35 .. 55.385 41.61 21.20 30.00 43.93 34.86 
40 .. 72.87 52.33 25.26 33.75 45.09 44.71 
45 102.44 68.66 30.76 38.58 47.28 59.85 
50 161.75 96.05 38.23 45.00 51.11 85.55 
55 Ae 150.30 48.54 53.81 57.56 = ~ 
60 -.+. 62.80 66.28 68.12 
65 . 82.86 84.44 85.16 





New Retirement Contracts 


Retirement contracts are contained in 
the new rate book of the Stonewall Life, 
Vicksburg, Miss., the retirement income 
providing $1,000 insurance per unit and 
monthly income at maturity of $10 for 
men and $9.29, 9.21 and 9.11 for female 
maturity ages 55, 60 and 65, respectively. 
The retirement annuity is constructed 
along conventional lines, using $100 as 
annual premium unit with option of hav- 
ing income start at any attained age 
from 50 to 75. Rates are: 


Retirement Annuity 
Mo. Ine. per $100 Ann. 





Premium 

Age 60 
Premium Age 65 Male Female 
Retir. Income Pi Inst. No 
Age at 60 at 65 Ref. Ref. 
a 17.56 $ 14.75 $1387 33 $109.03 $81.52 
15 20.72 16.78 104.97 88.57 65.66 
20 24.42 19.42 84.56 71.34 52.31 
25 29.39 22.92 7.37 56.84 41.07 
30 36.30 27.91 52.89 44.63 31.61 
35 46.64 34.30 40.71 34.34 23.64 
40 62.78 43.82 30.45 25.69 16.93 
90. 58.74 21.80 18.40 11.28 
84.70 14.53 12.26 6.67 
135.18 8.59 1.26 «iam 

Fraternal People Surprised 
COLUMBUS, O.—Officers of _ the 
National Fraternal Congress, which is 


holding its annual convention here this 
week, were considerably surprised when 
announcement was made at a meeting 0 
actuaries that Ohio had adopted a law 
which provides that fraternals, if they 
grant certificate equities must set up 4 
34% American experience reserve, in- 
stead of the 4 percent. The new rate 
is more stringent. The bill was intro- 
duced in the senate the second week 0! 
the latest session of the legislature and 
went into effect Aug. 14. When the fact 
was mentioned at the meeting of the 
actuaries it caused quite a shock to 
many in attendance. 





The Heart Decides—will show you how 
to get real results. $1.50. Order from 
The National Underwriter. 





